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What’s Ahead? 


If the answer does not satisfy, learn the We have something to offer in the way 


advantages of a contract with Fidelity. of a general_agency that is very attractive 
More than 36,000 direct leads a year 
from Head Office lead service. to find with an old, conservative life com- 

















Fidelity is a low net-cost Company, pany. It will pay anyone interested to in- 
operating in forty states. Full level 
net premium reserve basis. Over $366,- 
000,000 insurance in force — growing 
rapidly. 

Write for our booklet “What’s Ahead?” 


The Fidelity Mutual Life Insurance Co. 
PHILADELPHIA 


Walter LeMar Talbot, President 





vestigate. All communications confidential. 





Address Box 54, THe Spxcraror, 
135 William Street, New York. 
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Who is the 
“WHITE FIREMAN”? 


Everyone associated with an insurance company who is working, in one way or 
another, to reduce fire-hazards and prevent fire- -waste, is a White Fireman. 
Loss-prevention service rendered by insurance companies is secured by property- 
holders either from or through their insurance agent. 

Therefore, the White Fireman advertising of this company adds to the prestige, 
the influence and the business opportunities of the North America Agent. 


Insurance Company of North America 
cone 


Indemnity Ins. Co. on oft North America 
write practically every form of insurance except life 
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This Bank and the 
Underwriter 


Our cooperation has produced results. 


Long and extensive experience in 
Insurance Trusts on the part of our 
officers has often enabled underwriters 
who have consulted us to complete im- 
portant sales that hung in the balance. 


The Insurance Trust and its applica- 
tion to the facts of the particular case 


may be the deciding factor. 


It may 


mean the difference between success and 


failure. 


It has often proved so. 


We welcome the opportunity to con- 
fer and collaborate without cost or obli- 
gation on the part of the underwriter. 


National Bank of Commerce 
in New York 


TRUST DEPARTMENT 
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“Very busy, Walt?” 

“No, Joe, I’m headed for the movies—no prospects to call on.” 

“That’s strange, I’ve got more than I can see today. The Reliance 
Ife prospect finding service keeps me hustling collecting premiums.” 


























GUNK UP(/) wir Te ())LINCOLN)) 





| ele ngs field 
men hold themselves 
to be more than mere sales- 
men, more than mere mis- 
sionaries of insurance. ‘They 
hold themselves counselors 
and advisors and friends of 
their clients, their policy- 
holders. They pride them- 
selves in a spirit of extra 
service and understanding, 
and pledge themselves as well 
to the work of stabilizing their 
contracts and contacts. 


LNL men are supported by 
many fine special services and 
furnished with sharp and well 
adapted tools. Loud are their 
pratses of the famous Lincoln 
Nattonal Correspondence 
Course, of which so many of the 
company’s strong men are 
graduates. 


Sinssia Life men have a 
range of policies to place 





reaching from the cradle to 
old age. One of its popular 
contracts is called the 23-year 
endowment; it has an inter- 
esting and long list of selling 
points, all of which LNL men 
are trained to mobilize. 


Just as the range of tools 
and helps and policies to 
sell is wide, so is the LNL 
sales territory, reaching from 
Texas through Minnesota, 
from New Jersey to California. 
Take Pennsylvania, for in- 
stance, where strong Lincoln 
Life Agencies operate. In 
that state a great metropol- 
itan territory will be opened 
to a strong General Agent 
soon, and it is not too late 
for just the right man to secure 
it. He will find a connection 
with one of the most aggres- 
sive, progressive, friendly and 
helpful insurance companies 
in the world. 


The LINCOLN NATIONAL LIFE INSURANCE COMPANY 


ROUND OUT YOUR SERVICE 


Here’s a policy that will back up every talking point 
of company and service. Think it over: 


Any natural death 

Any accidental death 

Certain accidental death 

Accident Benefits $50 per WEEK (non-cancellable) 
Also Disability Income, Waiver of Premiums, etc. 


ALL IN ONE POLICY 


You can see how worthy such a contract is in the 
hands of a progressive agent and we invite you to 
give serious consideration to the United Life 
“Policy You Can Sell.” 

There may be an opportunity in your town. Our 
Vice President, Eugene E. Reed, will tell you all 
about it. Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


a INQUIRE! 


| 
j 
' 
| 


New Hampshire 


of Ft. Wayne, Indiana 
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STATEMENT ON REVISIONS 


James A. Beha Outlines Results of 
Hearing on Section 97 


EIGHT OBJECTS IN NEW DRAFT 


Subsequent Hearing to Be Held in Albany 
on April 12 


James A. Beha, Superintendent of Insurance 
of New York, has issued a lengthy statement 
outlining his impressions of the hearing held 
in the New York office of the department on 
February 24 relative to the proposed revisions 
in Section 97 of the New York Insurance Law. 
A subsequent hearing to which the New York 
State Life Underwriters Association has been 
particularly invited to attend, will be held at 
the Albany office of the department on April 
12, at 1 o’clock in the afternoon. 

Superintendent Beha statement is as follows: 


James A. Beha, Superintendent of Insurance 
of New York, announces that he is highly 
pleased with the results accomplished by the 
hearing held at the New York city office of 
the department on February 24, 1928, regard- 
ing the proposed changes in section 97 and in 
several other sections of the Insurance Law. 

The hearing was attended by over one hun- 
dred insurance men, including agency officials, 
actuaries and other prominent officials of nearly 
all the life companies authorized to do busi- 
ness in New York, as well as prominent of- 
ficials of the life underwriters’ associations. 

Throughout the entire conference there was 
manifest a unity of purpose and a realization 
of the great importance of the matter under 
discussion. 

The incalculable good accomplished by the 
provisions of section 97, limiting expenses, was 
emphasized. 

It was pointed out that the rapid development 
in recent years of substandard business, total 
and permanent disability benefits that are in- 
corporated in life policies and non-medical 
business have tended to make the present meas- 
ure of first-year expenses inapplicable and un- 
satisfactory. Modern developments in agency 
and branch office organization have indicated the 
need for bringing all acquisition expenses more 
specifically under the expense limitations. The 
proposed revision of section 97 and related sec- 
tions of the insurance law is the result of years 
of study of the various problems involved by 
the insurance department and of nearly a year’s 
intensive study and co-operation between de- 
partment officials and the company actuaries. 
The special committee of five actuaries ap- 
pointed by Superintendent Beha were particu- 
larly commended for their work. 

In any revision of section 97 the welfare 
of the insuring public should, of course, be 
given the primary consideration. However, the 
interests of the companies and of the agents 
have not been overlooked. Their welfare has 
also been given careful consideration. In the 
long run, the welfare of policyholders, com- 
panies, and agents is closely interwoven. The 
msurance business exists by and for the pol- 
icyholders. Whatever is best for them ulti- 
mately will be the best for the companies and 


(Concluded on page 8) 
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CHICAGO DEVELOPMENTS 


Situation More Muddled Than Ever 
Before 


BOARD TO ENFORCE RULES 


Managers Persist in Purpose to Ignore 
Any Such Effort—Union to Meet in 
Atlanta, April 10 and 11 
Cuicaco, Itt., March 19.—Developments in 
the controversy relative to commissions and 
brokerage on fire insurance in Chicago and 
Cook county came thick and fast last week. 
The Chicago Board of Underwriters, through 
its executive committee, decided to put its 
muchly disputed schedule into effect on policies 
as of April 1; the executive committee adopted 
a resolution pledging itself to a revision of the 
rules at the end of a six-month trial period if 
they prove to be detrimental to any group of 
board members; and representatives of the pro- 
testing managers declared that this offer was 
useless and that they would persist in their 
declaration to ignore the new rules. The Union 
also announced its semi-annual meeting would 
be held April 10 and 11 in the Atlanta-Biltmore 
Hotel, Atlanta, Ga., and the local situation is 
expected to receive close attention there, for 
several of the protesting managers have said 
that nothing definite would be done until after 

the Union meeting. 

The decision of the Board’s executive com- 
mittee was taken when it became known that 
the Western Insurance Bureau had canceled its 
special meeting which had been called to con- 
sider the local situation. The decision to put 
the rules into effect is expectéd to bring a show- 
down soon on the entire situation, especially if 
the protesting managers continue firm in their 
intention to not observe them. Such a decision 
is tantamount to a resignation from the board 
and with seventeen managers representing forty- 
five companies withdrawn from the board chaos 
would result. 

The managers protest the new rules because 
they fail to fix a maximum on commissions to 
class one, the policy writing general agents, but 
do provide closer supervision of class two agents 
and fix the maximum on their agents at 25 per 
cent. 

The agents in the Chicago Board are urging 
the companies to co-operate with them in giv- 
ing the new rules a thorough trial, inasmuch as 
the schedule is the only code in sight under 
which the local agents can operate. The agents 
point to the six-months’ trial offer as sufficient 
ground for co-operation. 

The resolution of the Chicago Board execu- 
tive committee follows: “Resolved, if at the 
end of six-months’ trial of these rules any 
group of members can demonstrate to the execu- 


(Concluded on page 17) 
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NATIONAL SURETY TO 
DEFEND SUIT 


Action Brought by Hare & Chase Re- 
organization Company 


AMOUNT INVOLVED IS $3,293,934 


Losses on Automobile Finance Paper Were 
Responsible for Litigation 

Suit of the Hare & Chase, Inc., Reorganiza- 
tion Company of Philadelphia against the Na- 
tional Surety Company, asking judgment for 
$3,293,934, has been filed in Federal Court in 
New York city. Possibility of this suit was 
first mentioned in Tae Spectator of January 
5, 1928. The litigation is begun under an ulti- 
mate loss bond issued by the National Surety 
to guarantee automobile finance paper of Hare 
& Chase, Inc. The bond was to cover losses 
in excess of $600,000, which might occur dur- 
ing each six-month period of the contract. Joel 
Rathbone, vice-chairman of the National Surety, 
has issued the following statement with regard 
to the action brought by the Hare & Chase, 
Inc., Reorganization Company: 


The action against the National Surety Com- 
pany is brought by the Hare & Chase, Inc., Re- 
organization Company, a company that was or- 
ganized last December to take over and salvage 
a portion of the assets of Hare & Chase, Inc. 

Hare & Chase, Inc., for years did a very 
large business in financing instalment paper 
taken on the sale of automobiles, and it usually 
discounted this paper in banks throughout the 
country, furnishing such banks with surety 
bonds guaranteeing them against loss. As 
counter security Hare & Chase, Inc., obtained 
from the National Surety Company an “ulti- 
mate loss” bond, which guaranteed it against 
loss on the instalment paper that it might sus- 
tain above $600,000 in any six-month period dur- 
ing the life of the bond. This bond became effec- 
tive January 1, 1925, and remained in force un- 
til February 27, 1927. 

During all the time this ultimate loss bond 
was in force Hare & Chase, Inc., was not only 
financing instalment paper taken on ordinary 
sales of automobiles, but was discounting and 
rediscounting paper in.large amounts that orig- 
inated in the sale of taxicabs. 

The premiums payable on the ultimate loss 
bond were calculated on the amount of paper 
covered by the bond that was discounted by 
Hare & Chase, Inc., and such paper was re- 
ported to the surety at frequent intervals, but 
no taxicab paper was so reported and no pre- 
mium based thereon was paid during the life 
of the bond. This was not through inadvertence 
or oversight, but was in consequence of the 
settled views of Hare & Chase, Inc., that the 
ultimate loss bond did not cover taxicab paper, 
and it was not until after Hare & Chase, Inc., 
became involved in financial difficulties and a 
radical change took place in its official personnel 
and management, that Hare & Chase, Inc., con- 
ceived the idea of presenting a claim for losses 
sustained in discounting that paper. 

An investigation of the claim disclosed many 
particulars in which the items failed to meet 


(Concluded on page 23) 
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VERY day John F. Sinclair writes for the 
New York World an interview with some 
industrial or financial leader. To-day a week 
David F. Houston, president of the Mutual 
Life Insurance Company of New York, was the 
subject. The Mutual’s new president is quite 
obviously, as Sinclair suggests in the article, 
a man who likes figures. In a very few sen- 
tences he quoted a number which will prob- 
ably prove interesting to many of our readers 
who have not troubled themselves to look into 
such matters. According to the article he said: 
“Nobody has had enough imagination to keep 
up with America, to forecast the development 
of industry in America. Practically nobody 
has enough imagination to predict what Amer- 
ica will be fifty years from now. 

“Who would have said, in 1900, when our 
total wealth was $88,000,000,000, that by 1927 
the life insurance carried within the United 
States would be nearly equal to that figure. 
But it is true. It amounts to $87,000,000,000, 
or $30,000,000,000 more than the total wealth 
of France before the war. 

“Just to make this matter a little sharper,” 
Mr. Houston continued, “one insurance com- 
pany has in force life insurance nearly equal 
to that of the total wealth of the United States 
in 1860. The new insurance written in 1927 
was approximately $17,000,000,000, or equal to 
the total wealth of the United States in 1860 
and eight times the amount written in 1901. 

“Let us go even further. The people of 
Connecticut, with her one and a half million 
population, carry more life insurance than all 
the people of France, with her fifty millions. 

“Fifty years ago there were 700,000 insurance 
policies, totaling two billions, carried by the 
people of the United States.” 

* * x 


AURENCE B. HUSTON, the newest life 

insurance lion, being the man who handled 
most of the $6,500,000 life insurance policy of 
John C. Martin, is, despite his ability, extremely 
modest. The story of the newest jumbo policy 
“broke,” as we say in newspaper parlance, at 
the Tri-State Life Insurance Congress in 
Philadelphia last week. Sigourney Mellor, 
general chairman of the Congress, heard of it 
and tried to induce Mr. Huston to allow himseif 
to be presented. Thinking that he had been 
successful in his plea, Mr. Mellor took the plat- 
form from Albert Linton, vice-president 
of the Provident Mutul Life, who was just 
about to start his address. Mr. Huston, mean- 
time, had a change of heart, and without wait- 
ing to hear his praises sung by Mr. Mellor, he 
slipped out of the hall despite several protests. 
When Mr. Mellor asked him to come forward 
and let the audience see him, he was far away, 
much to Mr. Mellor’s embarrassment. How- 


ever, the audience gave a good hand in recog- 
nition of the accomplishment. 





NTIL you cast a fly on the waters you'll 

never know what kind of a strike you'll 
get. Last week I talked about trout fishing— 
my favorite springtime subject—in this column, 
and now I get the following mighty literary ef- 
fort from Little Jimmie, office boy of the 
Prairie Life Insurance Company of Omaha: 


Aw Ipeat FisuHin’ Par 

Flecks of sunlight through the trees, long grass 
wavin in the breeze, 

Wild flowers shyly peekin’ through, fronds of 
ferns, wet with dew. 

Water cool an’ clear an’ deep, where the trout 
their vigil keep, 

Waitin’ for your line to splash, then they’s at 
it like a flash; 

Greatest fishin’ hole I know—only place that 
Cal would go. 

Gee! I’d love to fish with Cal—he’d be an ideal 
fishin’ pal. 


Wudn't talk much, Cal an’ me, ’cause he’s 
quiet-like, you see, 

Only looks as if to say, “Trout is bitin’ good 
today.” 

Not a sound to scare the fish, ’ceptin’ if a line 
should swish. 

Cal he smokes a big cigar; I’d rather have a 
pipe by far; 

We'd jes’ sit an’ smoke away, not have nothin’ 
much to say. 

Gee! I’d love to fish with Cal—he’d be an ideal 
fishin’ pal. 


He fishes fer the love of it, a true sportsman, 
every bit; 

Don’t allus use a fancy bait, which seems to 
make the wise ones prate. 

If a trout was pickin’, now I bet he’d raise an 
awful row 

"Bout you usin’ these here flys, suggested by the 
nearly-wise. 


. He’d be content with Calvin’s way—a fish ain’t 


strong for grandstan’ play. 
Gee! I’d love to fish with Cal—he’d be an ideal 
fishin’ pal. 


When a man will sit all day—hardly enythin’ 
to say— 

Fishin’ ’cause he loves the sport, he’s got to be 
a noble sort; 

Straight an’ honest, fair an’ square, jest to keep 
a sittin’ there. 

God he loved the fishin’ man, fer he used him in 
his plan. 

An’ when he picked the chosen few, they mostly 
was a fishin’ crew. 


‘Gee! I’d love to fish with Cal—he’d be an ideal 


fishing pal. 
So long, 


LitTLE JIMMIE, 
Office Boy, Prairie Life. 

P. S.— 

Once the fishes dident bite, Cal he said, “We'll 
stay all nite, 

“*Cause the Mrs. wants a string, an’ I promised 
her I’d_ bring 

“Enuf fer breakfust, she an’ I—I know I ken, 
if I just try.” 

The Mrs., too, at fishin’s good, mite beat Calvin 
if she wud. 

Bless her heart, she knows too well how the 
folks on this mite dwell 

*Bout her kechin’ more than Cal. Say, she’d be 
a fishin’ pal! 


one! 


‘ ‘H E writes slowly using only one finger of 

each hand on a typewriter,” says the 
magazine, The New Yorker, in a sketch of 
Martin Johnson, the explorer. 

Yes, and there are many others, one of whom 
has hit upon the use of thimbles as a protective 
device. (Patent applied for.) 

* * x 
| one of the 648 sensational divorce suits 
now being aired in the courts and the daily 
newspapers, the woman in the case, a former 
Follies beauty, of course, testified that she 
earned her living by posing for cigarette and 
Listerine advertisements, explaining however, 
with some emphasis, that she did not smoke, A 
reporter for the New York World, with a nose 
for more than news, scooped his contemporaries 
with a further statement from the lady to the 

effect that neither did she have halitosis. 

* * 
PEAKING of halitosis (as your best friend 
is in duty bound to in this day of breath 
control) I suspect that the first piece of Lis- 
terine copy was written by Alexander Pope 
(1688-1744). If you were educated in the Lit- 
tle Red Schoolhouse you will recall the couplet: 

Who pants for glory finds but short repose; 

A breath revives him, or a breath o’erthrows. 

* *k x 

WES British authors go broke they fore- 

go mortgaging the ancient manor, con- 
tracting, instead, for an American lecture tour. 
But if Max Beerbohm, incomparable essayist, 
contemplates such a trip, I fear we had better 
have Chief Brophy meet him at the Battery, 
for Max once wrote an essay entitled “An In- 
famous Brigade,” in which he described the 
pleasures of watching a burning building, but: 

Yet, under my very eyes, there was an or- 
ganized attempt to spoil this fair thing. Per- 
sons in absurd helmets ran about pouring cas- 
cades of cold water on the flames. These, my 
cabman told me, were firemen. I jumped out 
and, catching one of them by the arm, bade him 
sharply desist from his vandalism. I told him 
that I had driven miles to see this fire, that 
great crowds of Londoners, poor people with 
few joys, were there to see it also, and I asked 
him who was he that he should dare to disap- 
point us. Without answering my arguments, he 
warned me that I must not interfere with him 
“in the discharge of his duty.” The silly crowd 
would not unhold me, and I fell back, surrepti- 
tiously slitting his water hose with a pen- 
knife. 

In America, writes Max, they do things dif- 
ferently: “Many years ago, when all Chicago 
was afire, the Mayor, watching it from the 
lakeside, exclaimed in a loud voice, ‘Who 
will not say now that ours is not the finest city 
in all the world?? * * * In Chicago, ex- 
tinction is not attempted. A fire is enjoyed; 
then the building is reproduced and burnt down 
again at leisure. And, indeed, it must be a 
splendid sight to see those twenty-three- story 
buildings come crashing down in less time than 
was required to build them up.” 
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ACCIDENT AND’ HEALTH INSURANCE 
—A NEGLECTED OPPORTUNITY 

HERE is no possible doubt about the 

fact that accident and health insur- 
ance has not received the attention its 
possibilities deserve and has not kept pace 
with the development witnessed in other 
lines of the business. Many factors are 
probably responsible for this condition. 
Accident and health insurance is not too 
well understood ‘by agents generally and 
particularly by those writing life insur- 
ance. Its value as a premium producer is 
not appreciated and the casualty com- 
panies, as well as life insurance compan- 
ies writing this coverage, have been back- 
ward in training agents to sell accident 
and health insurance and in supplying 
their representatives with educational ma- 
terial which would tend to fit them to 
serve the public in this manner. 

From an underwriting standpoint, ac- 
cident insurance is profitable when prop- 
erly handled at the home office and in the 
field. Health insurance, as such, is almost 
a sure loss, but the combination of the two 
in judicious proportion can be made a 
valuable adjunct to any company’s source 
of income. Perhaps too much stress has 
been laid on the question of physical im- 
pairments and too little study accorded 
the moral hazard aspects of accident and 
health writings. This conjecture 
borne out by Dr. H. W. Dingman, medi- 
cal director of the Continental Casualty 
Company, Chicago, when, in an address 
delivered last week before the Chicago 
Claim Society, he said: “The longer I am 


was 





concerned and connected with selection of 
risks for disability insurance, the more I 
emphasize personalities, the more I regard 
the physical impairments as secondary.” 
Dr. Dingman is in a position to know. 
He is one of the greatest underwriting 
authorities on this business in the country 
and is the author of a book, “Insurabil- 
ity,” which is published by The Spectator 
Company and which has won widespread 
recognition and acclaim not only in the 
United States and Canada, but in France, 
Germany, England and other countries. 

Discussing the element of moral hazard 
in accident and health underwriting, Dr. 
Dingman continued: “Moral hazard is 
the big question in accident and health 
business. Before we concern ourselves 
with height and weight and family history 
and other ‘elements of insurability, we 
should be thoroughly satisfied as to 
whether the applicant demonstrates fair- 
ness in his business life, whether his ap- 
plication to the company is rendered with 
frankness, whether we can assume that 
his claims will be similarly fair and frank. 
In short, has he character? And how 
much ?” 

It is certainly possible, under competent 
teachers and using the proper educational 
methods and publications, so to train cas- 
ualty agents that they will turn in a rea- 
sonable proportion of accident and health 
insurance as compared with the other lines 
of business they produce. The companies 
have neglected an opportunity in this and, 
to a large extent, have left untilled a field 
that could be made to grow a profitable 
crop. 





bone in the staid city of Boston, 
the fire department and police offi- 
cers recently have become excited over 
conditions found to exist in the west end 
tenement section of the city, where an in- 
spection revealed the likelihood of a con- 
flagration of Chelsea proportions. Here, 
as in Chelsea, the chief offenders are rag 
shops, located mainly on uninsured prop- 
erty because of the high rates. Cellars 
and lofts were found so overcrowded with 
junk, rags, and paper, as to block exits 
and entrances and even fire escapes. The 
flames from fires in such shops produce a 
peculiarly acrid and suffocating smoke 
which has already endangered tenement 
dwellers of the district several times. The 
city may impose heavy fines upon those 
disobeying the fire regulations, and es- 


5 


pecial attention is to be given to occupants 
having no permit to keep inflammable 
materials. 

The results of this inspection are obvi- 
ously indicative of the great need of such 
work, especially in districts where a large 
loss of life might result from a fire of con- 
flagration proportions. The country has 
been saved such a fire for many years but 
it seems only to be a miracle each time and 
there are known instances beside those in 
Boston where the hazard is very great. 
It would be an excellent thing if some 
other fire and police departments would 
become similarly aroused. 





LIFE INSURANCE LEGISLATION 
Compilation of Association of Life Presi- 
dents Reveals Normal Trend in 1927 

That legislation affecting life insurance, meas- 
ured by the number of laws enacted, was about 
normal during 1927 is revealed by “Life In- 
surance Laws” compiled by the Association of 
Life Insurance Presidents. This volume, con- 
densing in 542 pages all laws affecting the in- 
stitution of life insurance—other than such laws 
as affect companies in their home States—en- 
acted during 1927, was mailed to association 
members this week. 

By reference to this compilation, it is ob- 
served that in the United States there were held 
sixty-two regular and special legislative sessions 
which enacted 124 new laws affecting life in- 
surance, this number being exactly the average 
of new laws in “on” or odd-numbered years 
since the association published its first volume 
in 1911. Of these sessions, Congress and the 
legislatures of five States and one territory en- 
acted no new laws. The legislatures of ten 
States and one territory enacted but one new 
law each, while those of thirteen States enacted 
only two new laws each, The remaining eighty- 
seven laws were enacted by eighteen States; 
California and Wisconsin, with ten each, rank- 
ing at the top of the list. 

In Canada the Dominion Parliament enacted 
eight new laws, while one province enacted five 
and another three. The legislatures of three 
provinces enacted only one each, while no new 
laws were enacted by four provinces. 

The Newfoundland Legislature enacted no 
new laws. 

In the preface of the 1927 volume of “Life 
Insurance Laws,’ Manager George T. Wight 
of the association, says: 

“Forty-six regular State and territorial leg- 
islative sessions were held in the United States 
in 1927. Two States, Louisiana and Vir- 
ginia, held special sessions. Extra. sessions in 
States also holding regular sessions were as fol- 
lows: Alabama, Arizona (4), New Hampshire, 
New Jersey, Oklahoma, South Dakota, Texas, 
Vermont and West Virginia—a total of twelve. 
Kentucky and Mississippi were the only States 
having no legislative sessions. During the year 
the concluding sessions of the 69th Congress 
and the opening session of the 70th Congress 
were in being. 
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HUGH HART’S OBJECTIONS TO BANK 
AGENTS 
Penn Mutual’s Vice-President Gives Four 
Concrete Reasons Against Plan 
The attitude Hugh D. Hart, vice-president of 
the Penn Mutual Life Insurance 
Philadelphia, toward the entrance of banks into 
the business of life insurance is stated as fol- 


Company, 


lows: 

Distribution of life insurance by banks is un- 
desirable for these reasons: 

1. It would impair the agency system, by 
substituting influence for salesmanship; the life 
insurance institution is the product of the 
agency system. 

2. It would array the two businesses against 
each other, at a time when a strong co-opera- 
tive movement for wider employment of life 
insurance is under way. 

3. It would diminish the life insurance com- 
pany’s control of the agent, because his 
allegiance would be divided between the bank 
and his company; and no man can _ properly 
serve two masters. The bank's interest is in 
commissions, not in mortality, and therefore 
risk selection at the source would not as vitally 
concern the bank which influenced selection as 
it does the agent who is responsible to his 
company. The result might be to adversely 
affect mortality. 

4. Life insurance placed through bank in- 
fluence would not renew as well as if sold 
entirely on its own merits. 


James V. Barry Is Guest of Brooklyn 
Riding and Driving Club 

James Victor Barry, fourth vice-president 
of the Metropolitan Life Insurance Company 
of New York, was the guest of honor recently 
at a dinner of the Friday night class of the 
Riding and Driving Club of Brooklyn. Mr. 
Barry made one of the humorous and inspira- 
tional speeches which have won him fame 
throughout the country and have made him one 
of the most sought after of banquet orators. 

The Riding and Driving Club of Brooklyn 
numbers prominent State and city officials and 
industrial captains among its members and 
many of them meet in the club rooms at the 
conclusion of the Friday night ride. Among 
the members is Donaid G. C. Sinclair, manager 
of the Murray Hill district of the Metropolitan 
Life in New York city. 


American Mutual Life Capitalized 

As of February 15, 1928, the American 
Southern Life Insurance Company, Lake 
Charles, La., was organized to take over the 
business of the American Mutual Life Insur- 
ance Company, of the same location. The new 
company is capitalized at $100,000 and has a 
contributed surplus of $150,000, all fully paid 
in. The reinsurance was’ consummated as of 
the same date. The officers and directors of 
the new company are practically the same as of 
the old. 

The statement of the American Mutual, as 
of December 31, 1927, shows assets of $622,721, 
net surplus amounting to $5858 and insurance 
in force of $8,034,620. 


Perfect Protection Clubs Rearranged and 
Increased 

A rearrangement and increase in the classes 
of the prize-winning Perfect Protection Clubs 
of the Reliance Life Insurance Company of 
Pittsburgh is announced. Heretofore there 
have been only three clubs, the $100,000 Club, 
the Quarter Million Club and the Half Mil- 
lion Club. The new plan establishes seven 
divisions as follows: Hundred Thousand; Two 
Hundred Thousand; Three Hundred Thousand; 


Four Hundred Thousand; Half Million; 
Three-quarter Million; and Million Dollar 
Clubs. 

There were 236 Perfect Protection Club 


members in 1927 and each received a valuable 


—=—=_ 


Under the new 
arrangements of the clubs, it is possible to 
place each agent in the class more nearly ap. 
proximating his production. Eleven agents 
already have qualified for the Perfect Protec. 
tion Club in 1928. 


award differing in each class. 


W. T. Ratliff to Manage Insurance Thrift 
Department 

RicuMonpD, VA., March 19.—After more than 
fifteen years’ connection with the Birmingham, 
Ala., general agency of the Penn Mutual Life, 
of Philadelphia, William T. Ratliff has _re- 
signed to accept the general managership of the 
insured thrift department of the Bankers Mort- 
gage Bond Company, of Birmingham. 
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HOLDS LARGEST POLICY 





John C. Martin Has $6,540,000 Life 
Insurance 





KEEPS RECORD IN PHILADELPHIA 





Executive of Curtis-Martin Newspapers Is 
Leading Patron of Life Insurance 
Following hard on the death of Rodman 
Wanamaker, whose schedule of $7,500,000 of 
life insurance made him the heaviest insured 
man in the world, it was announced in Phila- 
delphia last week that John C. Martin, vice- 
president and general manager of the Curtis- 
Martin Newspapers, Inc., has secured life in- 
surance policies on his life amounting to $6,- 
540,000. Most of the insurance was written by 
Laurence B. Huston, manager of the life in- 
surance department’ of Hutchinson, Rivinus & 
Co., of Philadelphia. Mr. Martin has held 
large policies for a number of years, having se- 
cured $1,500,000 previous to 1926. In that year, 
through the influence of Mr. Martin, he added 
2,000,000 to his protection, and in the early part 

of 1928 took out about $3,000,000 additional. 


An unusual feature of this insurance is that 
it is held in only about twenty-five companies. 
Mr. Martin is only just 45 years old, so that all 
his insurance was secured under the age at 
which practically all the companies begin to re- 
duce their limits. He is described as being 
an ideal policyholder from every standpoint, 
morally, physically and financially. Still a 
young man, it is entirely likely that he will in- 
crease his life insurance substantially in the 
years to come. The fact that his present sched- 
ule is placed in so few companies opens up 
wide opportunities for increases which would 
surpass any amount hitherto written upon the 
life of one man. 

Mr. Huston has been connected with the life 
insurance business for about nine years. He 
graduated from the University of Pennsylvania 
in 1915, having studied at the Wharton School 
of Finance, and for a time was engaged in the 
bond business. He gave this up to enter the 
army and served in France for two years. 
Upon his return he became connected with 
Sigourney Mellor, then Provident Mutual gen- 
eral agent in New York. One year later he 
went back to Philadelphia as life insurance man- 
ager for Hutchinson, Rivinus & Co., a large 
Philadelphia insurance brokerage house, a posi- 
tion which he has continued in for the past 
eight years. 


Robert Lynn Cox Tells of Grover Cleve- 
land’s Service to Life Insurance 
How Grover Cleveland, in the closing months 
of his lifetime, knowingly risked his recently 
regained national reputation to rescue the life 
insurance business from the disaster that threat- 


ened after the Armstrong investigation of 1905 
was told by Robert Lynn Cox, second vice- 
president of the Metropolitan Life Insurance 
Company, at a meeting of the Grover Cleve- 
land Association held Sunday of this week 
at the Savoy-Plaza Hotel, New York city, to 
commemorate the ninety-first anniversary of 
Mr. Cleveland’s birth. Mr. Cox, like Mr. Cleve- 
land, a Buffalonian, was associated with the 
former president in the Association of Life 
Insurance Presidents at the time of its organ- 
ization in 1907, and his tribute dealt with this 
seldom-emphasized side of Mr. Cleveland’s pub- 
lic career. 


ROGER HULL’S INTERVIEW WITH 
BANK OF ITALY EXECUTIVE 
California Banker Freely Gives Remarkable 
Views to Counsel of Life Under- 
writers 

Roger B. Hull, general counsel of the Na- 
tional Association of Life Underwriters, last 
week had a remarkable interview with Mr. 
Ferrari, counsel of the Bank of Italy, in which 
the latter made many extraordinary statements 
regarding his views on the sale of life insur- 
ance. The gist of the interview was given in 
a telegram from Mr. Hull to the National As- 
sociation of Insurance Agents, then in session 
in Memphis. The message from Mr. Hull, 
which was read to the convention by P. S. W. 
Ramsden, of Oakland, Calif., who had been dis- 
cussing the situation from the point of view 
of the fire and casualty insurance agents. Mr. 
Hull’s telegram follows: 


Mr. Ferrari’s views on banks entering the 
field of life underwriting are substantially: 
“The whole tendency of modern business is 
centralization and the elimination of duplica- 
tion of effort. Banks are gradually being 
looked upon to furnish all kinds of service. 
The tendency in other lines is to eliminate un- 
necessary factors. The well-informed man to- 
day knows as much about life insurance as the 
solicitor himself, and the selling of it is be- 
coming largely a merchandising proposition. It 
is analogous to chain grocery stores selling 
sugar and flour rather than to a professional 
service attorney. Ultimately all solicitation 
will be eliminated and life insurance will be 
sold over the counter upon a standard merchan- 
dising basis. Modern business must get closer 
to the producer and this will be done in life 
insurance by eliminating the producer entirely. 
While banks are now dealing through contracts 
with general agents this will ultimately be 
eliminated and the bank will stand directly be- 
tween the insurance company and the policy- 
holder.” 

Further Mr. Ferrari emphasized the par- 
ticularly favorable position of a bank to carry 
on solicitation of life insurance. He stated 
that the present fight against licensing banks as 
fire agents is not vital to the Bank of Italy, 
because if it loses it could find a way to write 
the fire insurance itself. 


Mr. Hull concluded his telegram by saying: 
“IT consider the foregoing tremendously im- 
portant, and American life insurance should 
know that such views are held in that quarter.” 
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COMMITTEE APPOINTED 





James A. Beha Names Actuaries to 
Draft Disability Provisions 


ACTION FOLLOWS HEARING 





Question of Efficacy of Statutory Provi- 
sions or Rulings Discussed in Letter 
of New York Superintendent 


Following a hearing held late in February 
on the matter of prosposed standard provisions 
for total and permanent disability and acci- 
dental death benefits incorporated in life poli- 
cies, Superintendent of Instirance James A. 
Beha has appointed an actuarial committee to 
delve further into-the subject. The committee 
consists of James D. Craig, chairman, Arthur 
Hunter, John M. Laird, James F. Little, and 
A. T. Maclean. In a letter addressed to them 
the Superintendent says: 


This will refer to the hearing on the above 
subject held in the New York office of this de- 
partment Friday afternoon, February 24, 1928. 
At that time I stated it was not the purpose of 
the conference to reach a final decision on any 
of the questions involved, but that I would ap- 
point a committee of five to give further con- 
sideration to the various questions and to report 
back to me at a later date. 

I have decided to appoint on such committee 
the persons whose names appear in the heading 
of this letter. 

One of the suggestions was that statutory 
standard provisions for the above benefits should 
be drafted. Probably it would be more satis- 
factory, for the present at least, merely to pre- 
scribe certain standard provisions by depart- 
mental ruling. Possibly this could be best ef- 
fected by prohibiting certain provisions and al- 
lowing the companies considerable latitude in 
drafting their provisions so long as they do not 
go beyond the prohibited limits. If the situa- 
tion is handled by a ruling, it will, of course, 
permit of considerable flexibility in that a rul- 
ing can be easily changed if new conditions 
warrant it. In this connection, consideration 
should be given to the question as to whether 
or not any amendments to the law are neces- 
sary or desirable. 

I may decide to submit some recommenda- 
tions to the National Convention of Insurance 
Commissioners regarding uniform action by all 
of the States on the above matter. Your sug- 
gestions in this connection will be welcome. 

One of the purposes of the proposed study 
and investigation is to eliminate those features 
which are not generally desirable, but which 
competitive practices have fostered and which 
some companies have felt impelled to adopt 
against their better judgment. Those features 
should be prohibited which are likely to be mis- 
leading to the policyholders and which lend 
themselves too readly to misrepresentation on 
the part of agents. 

There is a real need for a standard definition 
of the disability benefits incorporated in life 
insurance contracts, or some uniform con- 
tractual provision which will clarify the real 
meaning of the disability clause for the insur- 
ing public. There is need for taking action 
which is likely to reduce litigation to a mini- 
mum in the future. 

The disability teatures should be kept reason- 
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ably consistent with and should not be out of 
proportion to the death and maturity benefits 
of life insurance contracts. Maximum coverage 
and general limitations should be prescribed. 
The companies should, of course, be permitted 
to continue to exercise their own discretion 
within certain broad limitations. 

It has been well stated by one of the compa- 
nies that the problem is to secure the maximum 
benefits of standardization with minimum inter- 
ference with the freedom of companies. 

I fully realize that, notwithstanding the tre- 
mendous development of disability benefits in 
recent years, the business is still in its infancy 
and that it should not be placed in a strait- 
jacket or hampered in its development along 
proper lines. 





Statement on Revision 
(Concluded from page 3) 


the agents. No company or group of agents 
should attempt to place temporary gain above 
the interests of the policyholders. 

In his 1928 preliminary report to the legis- 
lature Superintendent Beha expressed the opin- 
ion that a revision along the lines suggested in 
the draft under discussion would not require 
any reduction in the commissions or other com- 
pensation to agents of an economically managed 
company. This opinion has been substantiated 
by a tabulation of the figures furnished by the 
companies in response to the department’s cir- 
cular letter of February 4, 1928. 

In this connection the views of prominent 
agency officials, such as Mr. Hommeyer of the 
Union Central. Life, are highly significant. Mr. 
Hommeyer stated that he had reviewed the de- 
partment’s proposed revision of the expense 
limitations, as an agency man, and that, although 
the impression gained by first reading was not 
favorable, he reached the conclusion, after read- 
ing the proposed revision several times and 
studying it carefully, that it had been ably pre- 
pared and would accomplish most desirable re- 
sults. 

The proposed revision of section 97 is of 
such a nature and character as not to disrupt 
or interfere with the agency organization of 
any properly managed company or to handi- 
cap such a company which has heretofore been 
operating under the long established provisions 
of section 97. 

Certain tendencies towards extravagance 
which have been noted should be curbed be- 
fore they assume alarming proportions. The 
valuable lessons of the Armstrong investiga- 
tion should not, be forgotten. There appeared 
to be general approval of the view that any im- 
proper tendencies should be curbed in their in- 
ception, rather than waiting for an emergency 
to arise before taking action. Time has been 
taken by the forelock. All angles of the prob- 
lems have been carefully studied and remedial 
measures have been formulated after calm 
deliberations. 

The present law limits only four of the prin- 
cipal items of first-year expenses, as follows: 

1. First-year commissions. 

2. Compensation not paid by commission for 
services in obtaining new insurance, exclusive 
of salaries paid for agency supervision. 

3. Advances to agents. 

4. Fees for medical examinations 
spections of risks. 

At the present time there are a number of 
important acquisition expenses not controlled 
by the present law. The proposed revision of 
section 97 contains a limitation of the first 
three items mentioned above. It also contains 
a limitation on a larger group of acquisition 
expenses. 

During the conference the opinion was freely 
expressed that the use of assumed mortality 
gains (particularly when based on the American 
Experience table, which does not accurately re- 
flect the mortality experience of life companies 
under modern conditions) as a measuring rod 
for expenses is not satisfactory at the present 


and in- 


time. This view cannot be denied effectively. 

The proposed revision of section 97 utilizes 
a measuring rod for expenses which is more 
nearly in accord with the actual facts and with 
what is generally conceded to be sound and 
economical underwriting practices. 

Eight of the principal objects which the 
proposed revision of section 97 will accomplish 
are summarized as follows in Superintendent 
Beha’s 1928 preliminary report to the legisla- 
ture: 

1. A more adequate control upon the com- 
pensation that may be classed as commission, 
paid for the production of new business. 

2. A system of expense limitation under 
which an economically managed company would 
not be hampered by the mere fact that it had 
reduced its gross premiums. The present ex- 
pense limitation makes it unnecessarily difficult 
for companies to make reductions in gross pre- 
miums that are actuarially safe and proper. 


3. A system of expense limitation that 
would reduce the first-year expense limit on 
term policies, thereby removing the incentive 
to write this form of insurance for the pur- 
pose of obtaining margins to be expended upon 
other forms of policies. Any law which 
artificially fosters any particular type of pol- 
icy would appear to be undesirable. 

4. A more effective control of agency and 
branch office expenses. This may be accom- 
plished by placing under the first-year expense 
limit agency and branch office expenses in ex- 
cess of a certain amount. 

5. The placing under the first-year expense 
limit of salaries paid to certain members of 
home office agency departments and of a sub- 
stantial proportion of the expenses of adver- 
tising. 

6. The removal from the first-year expense 
expense limit of medical fees because of the 
development of non-medical business. 
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New York Life Agents Paid for 
927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 


@ This is the largest total secured by Nylic 
Agents in any year in the Company’s 
history, exceeding their record for 1926 by 


$27,000,000 


@ The Company’s total insurance in force on 
December 31, 1927, was over Six and a 


Quarter Billions, viz., 


$6,285,800,000 


@ In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
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FORNIA 
Missouri Actuary Refuses to Sanction Pro- 
posed Examination of Continental 
and International Life 


Sr. Louts, Mo., March 18.—Actuary Robert 
C. Daly of the Missouri Insurance Department, 
in the absence of State Superintendent Ben C. 
Hyde, who is still ill, is in charge of the Mis- 
souri Department and has made public the tele- 
gram sent to Commissioner Deitrick of Cali- 
fornia refusing him permission to participate 
in any examination of the Continental or In- 
ternational Life Insurance Companies of Mis- 
souri. 

The telegram follows: 


Your letter in re examination of Continental 
and International Life, with copies of your let- 
ters to these companies received. We are to- 
day advising these two Missouri companies not 
to forward the money you demand nor to per- 
mit your examiners to enter their offices. 

We advised you in convention session at New 
York meeting of the Commissioners that until 
you had fully explained your unreasonable ac- 
cusations, insinuations and conduct that you 
would not be permitted to examine any Mis- 
souri company, and you have not done so. 

We are advising Col. Button of Virginia, 


chairman of the examination committee, to call. 


a committee examination if he feels the fact 
warrant, and any State department, as I have 
repeatedly explained to you, will be welcome, 
except California department. We object to 
your participation because of situation herein 
stated. ; 

It seems a pity that your shortsightedness, to 
express it charitably, would lead you to in- 
volve the State of Missouri and California in 
a controversy. 

You may depend upon it that we shall take 
such action as is good and proper to protect the 
interests of Missouri institutions against your 
unwarranted attack. We are advising Com- 
missioner Button that the Missouri depart- 
ment and the Missouri insurance companies re- 
ferred to, desire to have a convention examina- 
tion by such Commissioners as he may desig- 
nate. 

We cannot be a party to the scheme to dyna- 
mite and exploit these companies, whether you 
know it or not. 

Commissioner Deitrick in letters dated March 
7 had asked advance expense funds from the 
Continental Life and $5000 from the Interna- 
tional Life explaining that under the Califor- 
nia laws expenses of all such examinations are 
payable in advance. He also stated that the 
Commissioners of seventeen other States had 
joined him in requesting such examination. He 
turther pointed out that 10 per cent of the Con- 
tinental Life’s business is from California and 
that the International Life has 4000 policyhold- 
ers and $12,000,000 of insurance in force in 
California. 


Six of Ten Prize Winners Pay for Over 
$100,000 , 


Six of the ten volume prize winners paid for 
more than $100,000 and eight of the ten sales 
Prize winners paid for more than 20 applica- 
tions in February in the Silver Anniversary 
Contest being featured by the Reliance Life 
Insurance Company of Pittsburgh. Remark- 
able competition is being shown in this contest 
im which twenty prizes, valued at $3628, are 
distributed monthly. 








Two-Day Program Draws Big 
Audience 





TRUST CO-OPERATION CHIEF TOPIC 





S. S. Huebner, M. Albert Linton, Paul M. 
Ray and Miss Sara L. Miller Are 
Headline Speakers 
[By a StaFF CorRESPONDENT] 

The annual Tri-State Life Insurance Con- 
gress held at Philadelphia, which has exceeded 
all other life insurance meetings in attendance 
records, was held this year on Thursday and 
Friday, March 15 and 16 at the Bellevue-Strat- 
ford hotel in that city. The program was re- 
plete with addresses relative to the question of 
co-operation between trust companies and life 
insurance agents. The leading addresses were 
made by M. Albert Linton, vice-president and 
actuary of the Provident Mutual Life Insur- 
ance Company, and Robert Dechert, vice-presi- 
dent and counsel of the Penn Mutual Life In- 
surance Company. Mr. Linton spoke Friday 
afternoon, his subject being “Income Insurance 
—Options and Life Insurance Trusts.” Mr. 
Dechert spoke Thursday evening, taking for 
his subject “The Essentials of a Life Insurance 
Trust Deed.” 

This year’s congress was distinguished by a 
program Thursday evening which was called 
a “Life Trust Forum.” In addition to Mr. 
Dechert. there was an address by W. Herrick 
Brown, assistant vice-president of the Old Col- 
ony Trust Company, of Boston, Mass., whose 
subject was “The Life Insurance Trust—lIts 
Proponents and Non-Proponents.” The even- 
ing’s program also included a round table dis- 
cussion of life insurance trusts. 

An exhibit of literature designed to aid in 
the development of the life insurance trust 
and called the First American Mutuality Ex- 
hibit was a feature of the Congress and prizes 
were awarded at the banquet Friday evening. 

Harry J. Miller, second vice-president of the 
Metropolitan Life Insurance Company, was un- 
able to be present and his place on the program 
was taken by W. C. Fletcher, a secretary of 
the company, who gave a brief address. Ernest 
W. Owen, manager at Detroit, Mich., of the 
Sun Life Assurance Company; and Miss Sara 
L. Miller, special representative of the New 
York Life at Atlantic City, N. J., shared honors 
on the morning program. Miss Miller gave a 
very clever talk in which she compared life in- 
surance selling to driving an auto. Among the 
remarks that won especial favor, she said, “I 
am impressed with the fact that the begin- 
ner is likely to put on too much gas.” Later she 
said, “A good driver must learn not to blow 
his horn indiscriminately—but the life insur- 
ance agent should learn to blow his with dis- 
cretion, for the world likes to know about suc- 
cess.” And later—‘Cofiventions of salesmen 
remind me of free air stations—salesmen some- 
times are like flat tires, they need blowing up.” 

Albert G. Borden, agency instructor of the 
Equitable Life Assurance - Society, spoke on 
“Business Insurance,” and Paul M. Pay, vice- 
president of the Provident Life and Accident 
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Agents’ Earnings Discussed in 80-Page 


Volume by Noted Actuary 

Advance notices have been sent out concern- 
ing a new book, “Agency Earnings,” ‘by M. 
Albert Linton, vice-president ard actuary of 
the Provident Mutual Life Insurance Company. 
The book, which is comparatively small as it 
contains only about eighty pages, covers the 
investigations of a man who has already be- 
come widely known as perhaps the only actuary 
who has made a close study of the subject. 

The subject matter is presented in non-tech- 
nical style and the chapter headings indicate 
that the whole range of the various items of 
income of soliciting and general agents is in- 
cluded in the discussion. 

The purpose of the book is to help men in the 
field and in home offices to a better understand- 
ing of the way the general agency system oper- 
ates. It discusses the qualities that a pros- 
pective general agent should possess and the 
possible amount and distribution of his income 
as compared with the income from personal 
business. It shows how co-operation of the 
agency and actuarial departments can yield re- 
sults that are useful to all concerned. It dis- 
cusses certain features of the general agency 
plan, as compared to the salaried manager plan. 


Holgar J. Johnson Goes With Penn Mutual 


Vice-President Hugh Hart, of the Penn Mu- 
tual Life Insurance Company, announces the 
appointment of Holgar J. Johnson as general 
agent at Pittsburgh. The company will thus 
have two general agents in that important 
center, James C. Biggert, one of the company’s 
veteran representatives continuing as a general 
agent. 

The appointment is effective as of April 1. 

Mr. Johnston is at present assistant superin- 
tendent of agencies of the Connecticut Mutual. 
He graduated from the University of Pitts- 
burgh in 1922, with the regree of A.B., after 
having worked his way through high school 
and college and served, with active sea duty, 
in the Navy during the World War. 








Company, of Chattanooga, delivered an inspira- 
tional talk on “The Man and His Job,” which 
concluded the morning program. 

Speakers in the afternoon included Mr. Lin- 
ton, James N. Blake, general agent in Philadel- 
phia of the Massachusetts Mutual Life, and Dr. 
S. S. Huebner, of the University of Pennsyl- 
vania. A summary of Dr. Huebner’s talk ap- 
pears elsewhere in this issue. 

The sessions were concluded with a banquet 
Friday evening, at which Julian S. Myrick, 
president of the National Association of Life 
Underwriters, presided. The speakers were: 
William B. Stout, of the Stout Metal Aero- 
plane Company, and Josh Lee, professor of pub- 
lic speaking at the University of Oklahoma, 
whose talk at New York the previous week 
was so well received that the Philadelphia com- 
mittee induced him to stay over another week 
to speak there. 
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The 


Progressive 
Company 


Missouri State Life by its consistent 
growth and high Service ideals 
wins distinctive title 


[N twelve years from a hundred 
million to three quarters of a 
billion of insurance in force! And 
despite its outstanding record of 
gains for 1927—its record year— 
the Missouri State Life has closed 
the first two months of 1928 with 
an increase in its written business 
of 12.7% over the first two months 
of last year. 


The Company's remarkable 
growth and vitality is the result 
of .its high conception of service, 
its sound financing program and 
its complete multiple line of in- 
surance. 


Aggressive life insurance men 
like Missouri State Life under- 
writing methods. Prompt, effi- 
cient handling characterizes every 
detail of the Company's dealings 
with its representatives and its 
policyholders. It offers progressive 
service . . . new policies, new 
sales ideas, new selling helps. 


Exceptional opportunities are 
open to good men in any of the 
forty states where the Company 
operates. Write for Agency pro- 
posal. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Home Office, St. Louis 











Life 
Accident - Health 





Group 
| 
| 





Missour!i STATE LIFE INSURANCE Co. 


St. Louis 


Send me your agency proposal! 
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IN SERVICE FOR SIXTY YEARS 
Silas H. Cornwell, Vice-President of Phoe- 
nix Mutual Life, Honored 

Silas H. Cornwell, senior vice-president of the 
Phoenix Mutual Life Insurance Company, who 
on March 7 celebrated sixty years of service in 
the home office of his company, on that day re- 
ceived hundreds of telegrams and many other 
evidences of the respect and affection in which 
he is held by the life insurance fraternity 
throughout the country. 

The field force of the Phoenix Mutual, in his 
honor, sent to Hartford applications for more 
than three-quarters of a million dollars in new 
insurance. 

A beautiful Governor Winthrop desk and 
chair, the gift of associates and directors, will 
be awaiting Mr. Cornwell upon his return from 
Florida, where he now is taking a vacation. At 





Siras H. CorNWELL 


their meeting on March 12, the directors also 
passed the following resolution of appreciation, 
which they have caused to be hand-illuminated 
on parchment : 

The privilege is seldom given to a board of 
directors to record sixty years of continuous 
efficient service on the part of an executive. 
Our friend, Silas H. Cornwell, senior vice- 
president, first became an employee of this com- 
pany on March 7, 1868. He was then sixteen 
years old. He served in many capacities, always 
with great fidelity and industry, until in 1903 
he was elected to the office of assistant secretary 
of the company. In 1904 he became secretary, 
i 1914 he was elected a director, and in 1918 a 
vice-president, which office he now holds. 

Thus for sixty years his life has been given 

to that rare type of service which represents all 
those qualities worth while, and which has 
played a most important part in the develop- 
ment and progress of our institution. 
_This testimonial to his service and the affec- 
tio in which he is held by his associates and by 
the members of this board is once more grate- 
fully recorded, with the earnest hope that his 
life may be spared for many years as a con- 
tinued inspiration to all those who know him. 


Daughter Born to Former Arkansas 


Commissioner 
THE Spectator extends its congratulations 
to William Bruce Young, former insurance 


commissioner of Arkansas at the addition to 
his family of a daughter, Patricia. 


Nathaniel Henry Seefurth on Life Insur- 
ance Trusts 

Nathaniel Henry Seefurth of Chicago, Presi- 
dent of the National Tax Service Publishers, 
Inc., and a specialist in corporation, probate and 
tax practice, delivered, at the Federal Reserve 
Bank auditorium in New York city, the sixth 
address in the lecture series on life insurance 
trusts, sponsored by the Equitable Trust Com- 
pany of New York. Mr. Seefurth, whose ad- 
dress was made last Friday evening, has special- 
ized for years in applying life insurance to the 
needs of corporations and partnerships and 
spoke authoritatively on employing life insur- 
ance trusts for the protection of corporate and 
partnership interests and for the purpose of 
liquidating the interests of deceased stockhold- 
ers and partners for the benefit of heirs. 

Mr. Seefurth confined his discussion to the 
purpose and methods of combining the trust 
idea and life insurance as a means to finance 
the purchase of stock in a close corporation at 
the death of a stockholder or the purchase of 
a partnership interest at the death of a partner. 


Reliance Life Made Good Gain in 
February 

An increase in paid business of 1714 per cent 
over February, 1927, is reported for February 
by the Reliance Life Insurance Company of 
Pittsburgh. Paid business figures for the 
month are: Life, $4,929,372; accident, $2,350,- 
300; health, $4,642.00. Totals of insurance in 
force February 29, 1928, are: Life, $383,830,- 
823; accident, $152,989,877; health, $371,014.75. 

In the Western Pennsylvania Department, 
four agents put into force more than $100,000 
business each in February. They are: A. T. 
Ninness, $121,528; Saul Alexandre, $111,040; 
Saul Perlman, $101,000, and Hyman Rogel, 
$101,000. This department showed an increase 
of 16 per cent over January and February, 
1927, with paid life insurance of $1,761,000 so 
far in 1928. 


Cedar Rapids Life Growth 

The statement of the Cedar Rapids Life In- 
surance Company, Cedar Rapids, Iowa, as of 
December 31, 1927, shows that the company 
now has assets amounting to $3,298,246. It’s 
insurance in force has grown to $20,472,686. 
Its surplus is $273,576. 

The company has shown consistent gains for 
many years. At the close of 1925 its assets 
were $2,660,451 and the insurance in force 
amounted to $17,599,610. In the two inter- 
ceding years, therefore, the former figure has 
increased nearly $1,000,000 and the latter ap- 
proximately $3,000,000. C. B. Robbins, Assist- 
ant Secretary of War, is president of the com- 
and C. B. Sroboda is secretary and 
manager. 


pany, 
active 
United States Life Enters Connecticut 

The United States Life Insurance Company, 
of New York, has just entered the State of 
Connecticut. E. F. von Wettberg, a very suc- 
cessful producer for the company in New Jer- 
sey, will be in charge of the campaign for new 


business. 


WOMAN MADE AGENCY SUPERVISOR 
Miss H. M. Martin Wins Post With Mer- 
chants Life 

Des Mornes, [a., March 17—A rather un- 
usual appointment has recently been made by 
the Merchants Life of Des Moines, in selecting 
Miss Hattie Mae Martin as supervisor in 
charge of agents in eleven Minnesota counties. 
When Miss Martin was first put under contract 
with the Merchants Life last June, she ex- 
pressed herself as being desirous of qualifying 
for an appointment as supervisor, and she deter- 
mined at the very start to make for herself a 
record that would prove her worthy of such 
promotion. She soon demonstrated qualities of 
efficiency and leadership that put her in the 
front rank, and she is now busy organizing the 
agents in her territory selecting new agency 
material, and in the meantime not neglecting 
her active solicitation work which won for her 
the position which she now holds. 

While the position given Miss Martin is 
rather unusual in some respects, the director of 
agencies for the Merchants is convinced that she 
has the ability to make a success of the under- 
taking. She is a past master in getting along 
with people, and this quality gives her great 
prestige in directing the agents under her 
supervision. For four years she was em- 
ployed in teaching, the last two years in a high 
school in South Dakota. She spent her vaca- 
tions at home with her parents, but not desiring 
leisure she would put in her three months’ 
vacation every summer in writing insurance. 
When she became attached to the Merchants 
Life she attracted attention right from the start, 
because of her ability to. get names on the dotted 
line, at the same time making clear to all that 
she had the necessary qualities to fit her for 
supervisory work. The speedy manner in which 
she surpassed in successful solicitation, experi- 
enced men who had been long in the insur- 
ance work set a pace for the solicitors of the 
company that stimulated great rivalry. But 
even at that Miss Martin more than held her 
own in the contest. 


Seattle General Agents Authorize Advertis- 
ing Campaign 

SEATTLE, WasuH., March 16.—The General 
Agents’ and Managers’ Club has authorized the 
J. F. Held Advertising Agency to solicit $1.50 
per month from each agent in the life insurance 
business for the purpose of putting on an educa- 
tional advertising campaign. 


Massey Wilson Made President 
Massey Wilson has been elected president of 
the Federal Reserve Life Insurance Company 
of Kansas City, Kan. He has also secured con- 
trol of the United States Insurance 
Corporation of Kansas City, Mo. The com- 
panies will be merged. 
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WANTED 


Position as Auditor or Office Manager by a man 
thoroughly acquainted with office systems and 
managements. At present employed but desires 


a change. Address Auditor, care THE SPECTATOR. 
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his Company brought him back on the }* 


Twenty times Jom R.would have}. 
gone back to failure....éwenty times |. 


road to success 


EN 31 years old Tom R. was a boiler- 

maker in a railroad shops. He lived in 

a working man’s district and supported his wife 
and their six children on wages of $125 a month. 


A friend persuaded him to leave the shops and 
sell life insurance. At the end of the first five 
months he was in debt about $400.00. During 
the sixth month he wrote a policy with a prem- 
ium sufficient to pay his bills and buy a few 
pieces of furniture his family had wanted for a 
long time. It also established confidence in 
himself, which never failed again. 


Home Offices: Louisville, Kentucky 






an 


Twenty times during the first six months he 
would have gone back to the shops and failed, 
had it not been for the care and attention of 
his manager. 


Today he has retired from the life insurance 
business . . almosta millionaire. The comfort, 
freedom and security that go with success and 
fortune, are his. 


His old manager is an officer of this Company 
today. He is still helping men to find them- 
selves, to have vision and purpose, to stick . . 
and #0 succeed. 


INTER-SOUTHERN LIFE INSURANCE COMPANY | [= 


CAREY G. ARNETT, ‘President 


“Carrying Our Men To 
Success With Us” 
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Three and a Half Years of Progress 


Resumé of the Administration of Hon. James A. 
Beha as Superintendent of Insurance for New York 


HE administration of Hon. James A. 

Beha as Superintendent of Insurance of 

New York, which began on July 1, 1924, 
and which is now in its second term, has been 
of vital importance and aid to the business of 
insurance and has witnessed many changes and 
reforms calculated to protect the interests of 
the millions of people of that State to the 
furthest possible extent. 


Rarely has any Superintendent of Insurance 
accomplished as much for the good of a Com- 
monwealth and rarely has any Superintendent 
done it in such a way as, at the same time, to 
make smooth the path for brokers, agents and 
companies alike. Superintendent Beha’s regime 
is additionally distinguished -by the fact that the 
numerous achievements brought about during 
his tenure of office have been widely diversified 
so that life, fire, marine, casualty and surety 
companies have been ‘included and have been 
definitely benefited. As a public servant he has 
faithfully discharged his duties and amply justi- 
fied his selection for the post. As a benevolent, 
yet energetic, guardian of the business of in- 
surance, both from the standpoint of its policy- 
holders and from that of those connected with 
it, he has labored long. and successfully to solve 
major problems so that the loftiest ethics of 
insurance might be upheld and the greatest 
possible expansion might result. 


Insurancewise, New York occupies a peculiar 
situation among the States and the Superintend- 
ent of its insurance department is consequently 
in the full limelight of public scrutiny. Insur- 
ance companies, operating in New York, must 
abide by the laws of that State not only within 
its confines, but wherever they do business. Thus 
the influence of the New York Insurance Super- 
intendent is extraterritorial and national and 
his regulations and mandates are of extensive 
As a consequence, they frequently are 
used as models by the insurance departments 
of other States and on that account are practi- 
cally always subjected to the acid test of practi- 
cality. Superintendent Beha, throughout his in- 
cumbency, has borne this in mind and, while 
acting with aggressiveness, has not forgotten 
common sense. Time has 
already proved the wisdom of many of his 
actions and from this circumstance much may 
be predicated for the others. 


scope. 


expediency and 


Life Insurance Accomplishments 

In the field of life insurance, the continued 
effective supervision of the business in a period 
of rapid expansion during which little, if any, 
increase was made in the examining, auditing 
forces of the insurance depart- 
ment, is in itself a feat. It is worth recording, 
as an instance of Superintendent Beha’s care for 
the welfare of policyholders, that during the 
Past year the department began requiring all 
life insurance companies operating in the State 
to furnish copies of the minutes of the meetings 


and actuarial 





of boards of directors and subordinate commit- 
The continuation of this practice will, in 
the course of time, prove to be of marked im- 
portance in the supervision of the business. 
Perhaps the outstanding accomplishment of 
Superintendent Beha’s regime, as it affected the 
life insurance world, was the enactment of a 
law, sponsored by the insurance department, 
which requires minimum premiums for group 
life insurance contracts. This regulation came 
most opportunely at a time when a rate-cutting 
war in the group life insurance field threatened 
to disrupt the business and work untold hard- 
ship upon agents, companies and policyholders. 
Following the enactment of the law with regard 


tees. 





Hon. James A. BEHA 


to minimum premiums for such risks, a great 
deal of energy and thought was devoted to a 
study and analysis of group life expenses, with 
the result that a supplementary schedule cov- 
ering this item was prepared. The far-reaching 
influence of Mr. Beha’s regulation of group life 
insurance may be understood from the fact that 
of the whole amount of life insurance in force 
in New York in 1927, about five billions was 
group business. 

Another move showing the forward-looking 
character of Superintendent Beha’s administra- 
tion is the recommendation that the American 
Men Ultimate Table of Mortality be allowed 
as a basis for policy valuation and a new mini- 
mum valuation for annuities be established. 

Also of tremendous importance to life insur- 
ance is the proposed revision of Section 97 of 
the New York Insurance Law and of other sec- 
tions relating to the limitation of expense. In- 
tensive. study over a lang period culminated in 
the proposed revision. 


ALL INTERESTS AND RAcES BENEFITED 
It is greatly to the credit of Superintendent 
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Beha that the insurance department found a way 
to make possible the organization of two new 
life insurance companies in the State during his 
terms of office. One was the Judea Life Insur- 
ance Company, and the other was the Brook- 
lyn National Life Insurance Company. In addi- 
tion, there have been admitted to New York 
the Equitable Life of Iowa; the Western Union 
Life of Spokane; the Union Labor Life of 
Washington, D. C.; and the Victory Life of 
Chicago. The Victory Life is the first negro 
life insurance company to be entered in New 
York. As for companies outside the United 
States, Superintendent Beha found it possible 
to license the Manufacturers Life, the Confed- 
eration Life and the Canada Life, all of To- 
ronto, Canada. The democratic character of 
the department’s activities during the past few 
years can be well understood from a considera- 
tion of these companies, involving, as they do, 
labor interests, insurance interests and such 
varied racial classifications as Jewish, Negro 
and Anglo-Saxon. Other important accomplish- 
ments of Superintendent Beha’s administration, 
as bearing on the life insurance business are 
as follows: 


PENSION ARTICLE OF THE INSURANCE LAW 


On April 19, 1926, a bill was enacted into 
law, containing Article VI-B providing for the 
permissive organization and supervision of re- 
tirement systems. Only sound pension systems 
can be incorporated under this law. While only 
one retirement system has thus far been organ- 
ized under this law, nevertheless it is likely 
that in the Course of time it will become a meas- 
ure of far-reaching and increasing importance. 

REINSURANCE OF BUSINESS IN FOREIGN 

CouNTRIES 

Since July 1, 1924, nearly all of the remainder 
of the business of domestic life companies in 
foreign countries has been reinsured in sound 
companies of other countries. Owing to the 
unsettled conditions created by the World War 
such action has doubtless resulted in benefiting 
both the policyholders in foreign countries and 
the policyholders in this country. 

AND EMPLOYEES OF 


PENSIONS FOR OFFICERS 


Domestic Lire INSURANCE COMPANIES 

The development of the idea that it is to the 
best interest of any enterprise to provide for the 
retirement of have ceased to be 
valuable as employees leads to the inevitable con- 
clusion that it was particularly incongruous that 
life insurance companies which, by their na- 
ture, should be in the best position to undertake 
the business of old age annuities, should be pre- 
vented by law for caring for their employees 
in old age. Accordingly, a bill, sponsored by 
the New York Department, was enacted in 
1926 permitting boards of directors of domestic 
life companies to provide for pensions in pur- 
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suance of the terms of retirement plans ap- 
proved by Mr. Beha. Since the enactment of 
this bill three of the largest life insurance com- 
panies have taken advantage of its provisions 
and have had approved retirement plat.s cov- 
ering their officers and employees. 


DEFINITION OF INDUSTRIAL LIFE INSURANCE 

The enactment of section 83-a at the 1927 
session of the legislature gave the first statu- 
tory definition of industrial life insurance. By 
permitting companies to write industrial life in- 
surance on the monthly premium plan, with cer- 
tain restrictions, progress has been made towards 
reducing the expenses of such business. 


MUTUALIZATION OF LIFE INSURANCE 
CoMPANIES 

Since July 1, 1924, the Guardian Life has 
completed practically all of the steps neces- 
sary for mutualization and the Equitable Life 
Assurance Society of the United States has 
completed the final step for mutualization. 
IssuANCE OF LiFE INSURANCE POLICIES 

DIFFERING FROM THE ONES APPLIED FOR. 

The ruling contained in the New York de- 
partment’s letter of January 24, 1925, prohibited 
the practice of issuing policies differing from 
the ones applied for. This ruling has doubtless 
resulted in eliminating a great deal of dissatis- 
faction on the part of policyholders. 


DivipENDS OF LirE INSURANCE POLICIES 

The ruling contained in the department’s cir- 
cular letter of July 9, 1925, prohibits the pay- 
ment of extra dividends at regular intervals, in 
the case of policies issued after a certain date, 
and the ruling contained in its circular letter 
of August 24, 1925, prohibits the announce- 
ments of dividends to policyholders for a period 
more than thirty days prior to the time when 
the first dividend is payable. 


SuspeNSION OF LimITaTION oF NEw BvsI- 
NESS FOR VARIOUS YEARS 

In connection with the application of various 
companies for suspension of limitation on their 
new business for several different years, Mr. 
Beha’s department has had occasion to examine 
the agency operations of a number of companies 
and to prescribe rules and regulations which 
have been of considerable good to the business. 


Casualty and Surety Achievements 

On a parity with the benefits accorded the 
life insurance business by Superintendent Beha 
during his administration of the New York in- 
surance department, are those extended to the 
casualty and surety business. Here were a 
series of vital problems awaiting solution. The 
business was growing at an unprecedented rate. 
The tremendous expansion of these lines of in- 
surance, in New York, may be visualized from 
the fact that the premium volume in that State 
rose from $164,000,000 to $602,000,000 in ten 
years, and that the reserves increased from $49,- 
000,000 to $282,000,000 in the same time. 

At the time Superintendent Beha took office, 
the question of acquisition costs had been agi- 
tated to a white heat, competitive conditions 


were undermining the casualty insurance struc- 
ture and the overcrowding of agencies in the 
same territory was working a hardship not alone 
on the companies, but more particularly on the 
agents and brokers who were deriving their live- 
lihood from their service to the public. The 
problem demanded a solution and, under Mr. 
Beha’s predecessor, the beginnings of a plan for 
limitation of field supervision and acquisition 
costs had been launched. However, details had 
not been perfected and there was nothing like 
agreement among the companies on the ques; 
tion of whether they would abide by the rules 
or not. Superintendent Beha displayed his will- 
ingness to act decisively when necessary and, 
after the acquisition cost rules were brought to 
a workable basis at his instigation, proceeded to 
put them in force by compelling the companies 
to sign the agreement. By June of 1925, almost 
all the casualty companies had done so and the 
plan began to function. Difficulties have been 
placed in its path and in some sections of the 
country the plan is not working as well as in 
others, but there is no longer any question of 
its efficacy in New York nor of the fact that it 
has eradicated many competitive evils which, 
had they been allowed full sway, would have 
undermined the casualty business and the con- 
fidence of the public in it. 

Not content with enforcing the casualty 
acquisition cost rules, Superintendent Beha, real- 
izing the good that had come of them, decided 
to apply them to fidelity and surety writings 
also. He did not, however, interfere with the 
insurance company executives, but brought them 
together and suggested that they themselves for- 
mulate such rules as they thought would be of 
greatest benefit to the business and would oper- 
ate best for the elimination of the evils com- 
plained of. Once the companies agreed on the 
plan, Superintendent Beha, using the authority 
of the New York insurance department, saw to 
it that it was enforced. 

Too often a State official applying regulations 
for the good of insurance, has failed to take 
cognizance of the fact that conditions are not 
necessarily similar throughout an entire terri- 
tory over which he may have jurisdiction. 
Superintendent Beha has not fallen into this 
error and, as far as fidelity and surety lines 
are concerned, it was during his administration 
that the New York City Agency Committee of 
the Acquisition Cost Conference was formed for 
the special purpose of properly recognizing that 
agency work in New York city presented diffi- 
culties that were non-existent in other portions 
of the State. This committee, with Francis 
Stoddard, former Superintendent of Insurance 
of New York, as its arbitrator, determined on 
the number of city agents to be appointed un- 
der the rules and chose the offices which were 
adequately qualified to best serve the public 
and the companies. 

Workmen’s compensation insurance has long 
been a thorn in the side of the casualty busi- 
ness, particularly from an underwriting stand- 
point and it is due to Superintendent Beha’s 
action that one of the worst points in this class 
of business received a degree of attention that 
gives promise of future success where failure 
has previously been a commonplace. This re- 
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fers to the so-called “small risk” problem. The 
New York insurance department took up this 
question recently and, in co-operation with the 
National Council on Compensation Insurance, 
evolved a plan of action for the State that 
embodies many experience rating features and 
gives every indication of removing a great 
burden from the shoulders of the companies, 
Not only that, but it will permit the more gen- 
eral distribution of indemnity protection to the 
worker who needs it most. 


DIscRIMINATORY PRACTICES ABOLISHED 

Wherever casualty insurance rates have been 
found to be discriminatory, or wherever com- 
petitive practices within the business have 
brought about conditions which might be con- 
sidered inimical to the public interest, the New 
York insurance department has stepped in and, 
by virtue of Mr. Beha’s findings, has acted as 
umpire. This has been especially noticable 
during recent months with regard to plate glass 
insurance writings and on the subjeet of own- 
ers’, landlords’ and tenants’ liability coverage. 
In the case of the former, Superintendent Beha 
held a series of hearings and the final decision 
of the insurance department was that the rat- 
ing plan then under scrutiny was in itself dis- 
criminatory. As regards the latter, Superintend- 
ent Beha, after listening to the contentions of 
the company representatives, decided that an 
upward rate revision in New York city proper 
had been discriminatory and ordered the op- 
jectionable features removed. 

While mindful of the fact that insurance 
companies are entitled to a fair and reasonable 
profit, Superintendent Beha has never given de- 
partment approval to any attempt to mulct the 
companies, the agents or the brokers in any 
way. Acting as guardian of the public inter- 
ests, he has refused to permit members of that 
public to impose on the insurance business. For 
this reason, his action in taking measures look- 
ing to the abolition of the “free insurance” 
evil, particularly in New York city, are espe- 
cially noteworthy. Policyholders have long 
been in the habit of ordering casualty protec- 
tion and then, in a short time during which 
they were insured, cancelling the contracts and 
failing to pay the earned premium. This con- 
dition has worked an obvious injustice on the 
companies as well as on those policyholders who 
were legitimate insureds. By making it man- 
datory for the casualty companies doing busi- 
ness in New York city to hold the broker or 
assured liable for the earned premium on poli- 
cies returned as “not taken” or “not wanted” 
a means was found for putting a strict curb 
what had evidently been an unfair practice om 
the part of some insurance applicants. 

In attacking the taxicab public liability im- 
surance situation in New York city, Superit- 
tendent Beha acomplished many necessary fe 
forms in an angle of the insurance business 
which involved some 17,000 motor vehicles 
which were potential sources of injury to citi 
zens and destroyers of property. By allocating 
a given number of cars to each of the companies 
writing this class of izsurance, he protected the 
public against the possibility of having claims 
pile up to the point where it would be difficult 
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Miscellaneous Insurance 








for an injured party to obtain due damages. 
Also, he disposed of the problem of mandatory 
bonding of taxicabs and fixed rates on a basis 
which would allow full protection to citizens 
while not being confiscatory as far as the in- 
surance of the risk was concerned. 

With respect to the bonding of arrested 
parties, Superintendent Beha has_ constantly 
maintained a salutary attitude. Licenses issued 
to permit agents and brokers to write criminal 
and other bail bonds have been closely examined 
and have been canceled where deliberate mis- 
statements have been detected. In addition, the 
insurance department has required the finger- 
printing of applicants for bail bond licenses in 
a sucessful effort to keep out of the business 
those who would seek to enrich themselves by 
the misfortunes of others. Regulations gov- 
erning class insurance have been 
enforced and Mr. Beha’s administration has 
witnessed a much-needed cleaning up along this 
line. 

In the matter of subway construction contract 
bonds in New York city, the insurance depart- 
ment took a leading part. When the city com- 
plained that rates were too high on this class of 
business and that, as a result, the cost af sub- 
way building would be increased and would fal] 
on the purses of the people, Superintendent 
Beha called a series of conferences with the 
bonding companies and brought about an agree- 
ment whereby the previous rate for this class 
of insurance was practically halved and the 
bonding difficulties in the way of new subway 
construction were removed. 


this of 


Fire Insurance Reforms 


Regulaions and changes looking toward the 
benefit of fire insurance companies have, under 
Superintendent Beha’s supervision, kept pace 
with the progress in life and casualty and surety 
insurance and, in addition, marine coverage has 
not been neglected. For the first time in the 
history of the department, a definite forward 
step has been taken for the benefit of ocean 
marine insurance and the changes authorized 
have proved their efficacy by the fact that 
American hull marine business has increased 
from 25 per cent to nearly 40 per cent of the 
total for this class. 


In the fire insurance business as such, the 
accomplishments of Superintendent Beha’s 
regime are many and varied. Perhaps the most 
important is the action taken to broaden the 
scope of investments of fire insurance com- 
panies operating in New York so that they 
could invest in the stock of other domestic 
companies. 

Under the old provisions, it was illegal for 
an insurance company to invest in the stock of 
another company transacting the same kind of 
business. This situation left domestic com- 
panies at a disadvantage in competition with for- 
eign companies for business inasmuch as for- 
tign fire insurance companies were able to 
acquire the control of domestic fire insurance 
companies whose good will and agency plants 
Were used as feeders to the parent organization. 
Section 16 was amended and clarified so as to 
Permit New York fire insurance companies to 





acquire the stock of other fire insurance com- 
panies, thereby placing them on an equality with 
their foreign competitors, the public, however, 
being safeguarded against undue inflation by 
placing sound restrictions upon the extent to 
which a fire insurance company can invest its 
assets in the stock of other fire insurance com- 
panies. Incidentally, the law was also amended 
so as to permit a similar privilege to domestic 
casualty companies. Other reforms follow: 


CENTRAL Fire BureAvu 


Through the organization of the Central Fire 
Bureau, it became mandatory upon fire insur- 
ance companies doing busniess in New York 
city, where this evil was found to be most com- 
mon, to hold the broker or assured liable for 
the earned premium for the time during which 
any policy was in force. The operations of this 
bureau have resulted practically in the disap- 
pearance of the “not wanted” policies. This 
means, first, that the companies have been re- 
lieved of a substantially unnecessary expense, 
and second, that the companies have increased 
their premium income by collecting the earned 
premiums on policies on which the insurance 
companies were liable. The free insurance evil 
has, by reason of the establishment of this 
bureau, been substantially eliminated. 


Pusiic ADJUSTERS 

The methods of operation of a class of pub- 
lic adjusters was such as to be dangerous both 
for the insurance companies and to those suf- 
fering from fire losses. The public adjusters 
were called together and informed that the ob- 
jectionable and improper practices would have 
to be discontinued. The adjusters selected a 
committee among themselves, who, in co-opera- 
tion with the insurance department, worked out 
rules regulating the conduct of the licensed pub- 
lic adjusters, which rules the licensed public 
adjusters were compelled to observe. 


REINSURANCE COMPANIES 

Under the insurance law, there was no dis- 
tinction or differentiation between insurance and 
reinsurance. Companies transacting a reinsur- 
ance business exclusively are, nevertheless, un- 
questionably in a different class than those do- 
ing a direct insurance business, and this dis- 
tinction has, for the first time, been observed in 
the New York Insurance Law by the enactment 
of section 69, which governs the organization 
of companies designed to transact a reinsurance 
business only. 


PREFERENCE OF UNITED STATES POLICYHOLDERS 
IN THE ASSETS OF UNITED STATES BRANCHES 
OF ForEIGN COMPANIES 

The New York Department, through its 
liquidation bureau, established the exclusive 
priority of United States creditors and policy- 
holders to the assets and funds held by United 
States branches of foreign companies and this 
attitude has been judicially confirmed by the 
Court of Appeals. Section 45 of the State In- 
surance Law was accordingly amended so as 
clearly to conform to this principle of priority. 
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AMERICAN AGENCY SysTEM UPHELD 


In any consideration of what the New York 
Insurance Department, during Superintendent 
Beha’s administration, has done for the insur- 
ance agent, it is necessary to recall the now- 
famous Chrysler-Palmetto controversy wherein 
the automobile manufacturing concern attempted 
to insure the cars it sold on time payments un- 
der a blanket policy and without having the 
coverage pass through the hands of a resident 
agent. The stand taken by the New York de- 
partment in the earliest stages of the problem, 
holding that it was unfair and in violation of 
agents’ rights for the Chrysler-Palmetto plan 
to be permitted to operate, pointed the way for 
other State insurance departments and eventu- 
ally brought about the nullification of the 
scheme. Insurance agents were thus saved 
thousands of dollars on business they otherwise 
would have lost, and the principle of service 
as embodied in the American agency system 
was upheld. 


Has Won ReEpuTATION AS INSURANCE EXPERT 


Superintendent Beha’s administration of the 
New York Insurance Department has been such 
as to win national attention and commendation 
and the regulatory aspects of his regime, while 
primarily applicable to insurance in the Empire 
State, have been countrywide in effect and have 
earned high honors for him as a student of in- 
surance problems and an authority on the vari- 
ous angles of the business. The findings he 
has arrived at, and the many addresses he has 
delivered in his official capacity, all contain 
proof that his reputation as an insurance expert 
is deserved. Insurance men themselves have 
been the first to recognize this and brokers, 
agents and company men see in Mr. Beha an 
executive who in a comparatively short space 
of time has mastered the intricacies of insur- 
ance by dint of intensive study and practical 
application. As an instance of the position 
Superintendent Beha occupies as an insurance 
authority, the story may be recounted of the 
fact that the president of the largest insurance 
company in the world, which is at the same time 
the largest financial institution in the world, 
so publicly recognized him. President Haley 
Fiske, of the Metropolitan Life Insurance Com- 
pany, in talking before the annual meeting of 
that organization, discussed his recent tout of 
the company’s offices throughout the country 
and said that when he was in San Francisco at- 
tending a gathering of prominent insurance men 
on the Pacific Coast, one of the leaders present 
voiced the general opinion of the New York 
Superintendent in the following manner: 

As an Insurance Commissioner I wish to 
testify that the twenty-four million policyhold- 
ers of the Metropolitan, and the many more 
millions of policyholders of the large life, fire 
and other insurance companies in the United 
States cause no grief whatever to the forty- 
eight insurance departments, and the two and a 
quarter billions of assets of the Metropolitan 
are real assets, and will always remain that way 
because they have at their home State, in New 
York, the largest and best insurance department 
in the United States, headed by Commissioner 
Beha, who has a record for ability and courage 
equal to any Commissioner of any State in the 
Union at any time. 
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CONCLUDE HEARINGS 





Shipping Board Commissioner Criti- 
cizes Marine Underwriters 





DECRIES USE OF EXPERIENCE 





Insurance Provisions of Shipping Bill May 
Be Eliminated and Brought Up 
Separately 
Wasuincton, D. C., March 19.—Hearings on 
the insurance provisions of the general shipping 
bill were brought to a conclusion last week by 
the House committee on merchant marine with 
a bitter attack on American marine under- 
writers by Commissioner Edward C. Plummer 

of the’ United States Shipping Board. 

Mr. Plummer, outlining complaints against 
methods alleged to be employed by the under- 
writers. declared that the situation is not new 
and that these complaints have been current for 
at least 39 years. He objected to the statement 
made by the underwriters that experience was 
an important factor in classifying vessels for 
insurance, declaring that while “something is to 
be allowed for experience, because men learn 
from experience to judge men and their capaci- 
ties, in my opinion it does justify any such 
spread as is made between the Roosevelt Line 
and the British Harrison Line, or the Isthmian 
Line and the British Harrison Line. 

“No legislation designed to restore American 
shipping to its competitive position in foreign 
trade,” the Commissioner asserted, -“will be 
effective until the extra burden now imposed 
upon American ships by marine underwriters 
are reduced. 

“It seems to me that these insurance men 
have by their own admission simplified the prob- 
lem and shown how absolutely necessary is 
some such insurance legislation as that pro- 
posed in the bills now before this committee.” 

Following the closing of the hearings, mem- 
bers of the committee expressed the belief that 
it may be better to eliminate the insurance pro- 
visions as they are carried in the general bill 
and prepare a saparate measure dealing solely 
with this subject and providing for the establish- 
ment in the shipping board of a Government re- 
insurance fund. Unless this is done, it was 
pointed out, the general shipping legislation will 
be subject to lengthy debate and may not be 
passed this session. 


Chicago Developments 

(Concluded from page 3) 
tive committee that these rules are working in 
detriment to them and their business, the execu- 
tive committee pledges itself to recommend to 
the board an immediate revision of the rules.” 

The local underwriters have settled into a 

mood of watchful waiting and asking the ques- 
tion “What will happen next?” 





Bill to Incorporate British Empire Assur- 
ance Company 


Toronto, CANn., March 17.—Officials of the 
British America-Western Assurance group, 
which is prominent in the Canadian field and in 
the United States as well, are the organizers of 
the British Empire Assurance Company, a bill 
to incorporate which is now before the Parlia- 
ment of Canada. They are Wilfrid M. Cox, 
president and general manager of the British 
America and of the Western; Cecil S. Wain- 
wright, assistant manager; G. Stubington, secre- 
tary, and W. H. Martin, insurance underwriter. 

The capital of the British Empire Assurance 
Company is to be $1,000,000, which may be in- 
creased to $5,000,000. Shares have a par value 
of $100. The bill requires that $100,000 of capi- 
tal stock must be subscribed, with a premium of 
the same amount, before the company com- 
mences business. Thus it will have a combined 
capital and surplus of $200,000. It is then em- 
powered to write the following lines: fire, auto- 
mobile, explosion, inland transportation, sprin- 
kler leakage, tornado, lightning, burglary, guar- 
antee, accident, sickness, plate glass, ocean ma- 
rine and inland marine. Other classes are not 
to be commenced until the paid-up capital and 
surplus reaches $300,000. 

The head office is to be in Toronto. 
are to number from nine to twenty-one. 

Besides the lines which are specifically men- 
tioned in the bill, the company is empowered to 
transact every kind of insurance except life, 
now or hereafter capable of bing carried on or 
transacted. 

Finally, the company is empowered to acquire 
from the British America Assurance Company, 
the business and undertaking of the British Em- 
pire Underwriters’ Agency of the British 
America Assurance Company. 


Directors 


Jefferson Fire Plans 

The Jefferson Fire Insurance Company has 
now taken possession of its permanent offices 
on the grade floor of the. Industrial Office 
Building, 1060 Broad street, Newark, N. J. 
The company received its certificate of author- 
ity to transact business in New Jersey on March 
1, 1928, and a very gratifying volume has 
already been reported. Entrance into other 
States will follow immediately. 

The Jefferson Fire has secured as Chief Ac- 
countant Walter M. Drill, well known in fire 
insurance accounting circles. Mr. Drill, after 
serving two prominent companies as an ac- 
countant, joined Joseph Froggatt & Co., insur- 
ance accountants, with whom he was connected 
for some eight years, last serving that firm as 
manager of its Boston branch office. He was 
subsequently chief accountant for the Employ- 
ers Fire of Boston, and more recently has 
been with the Globe and Rutgers, from which 
company he now goes to the Jefferson Fire. 
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WAR CLAIM SETTLEMENTS 





J. K. Upton Estimates Sums Available 
to Insurance Companies 





NINE MILLION TO GLOBE & RUTGERS 





Aggregate Amount Under Bill Estimated at 
$191,728,000—Insurance Companies 
Largest Beneficiaries 

J. K. Upton, of McClure, Jones & Co., a 
stock exchange firm of New York, has made 
some interesting comments on the Settlement 
of War Claims Bill recently signed by the 
President. 

The aggregate of all awards made so far by 
the American-German Mixed Claims Commis- 
sion, plus those in process of adjudication, in- 
cluding interest to January 1, 1928, is esti- 
mated at $191,728,000. The law provides that 
80 per cent of this amount, or $153,400,000, 
shall be given priority over certain claims of 
German nationals, totaling $90,000,000. By 
September 1, 1928, the end of the fourth Dawes 
plan year, accrued interest will increase this 
amount to $158,513,000. As of the same date, 
there will be available for distribution an esti- 
mated total of $113,000,000. 

The following list, prepared by Mr. Upton, 
shows the insurance companies which are the 
largest beneficiaries under the act, the amounts 
of their respective awards, with interest up to 
January 1, 1928, and the amounts per share of 
stock which the companies will receive: 


Per 

Share 

Expected Interest 

’ Award Plus Payment in Pay- 
Company Interest in 1928 ment 


A‘tna F. Ins. Co..$2,689,028 $1,305,612 $26.i1 


Auto. Ins Co...... 2,064,769 1,017,351 20.35 
Boston Ins. Co.... 3,193,493 1,549,206 77.46 
Ped. Ins. Co...... 3,462,000 1,675,727 165.57 
Firemens F. I. Co. 1,844,034 913,341 4.57 
Globe & Rutgers... 9,590,519 4,563,485 130.38 
Ins. Co. of N. A... 7,471,154 3,564,840 4.75 
Phoenix Ins. Co... 1,158,786 590,439 9.88 
Providence-Wash . 2,039,307 993,954 33.13 
St. Paul F. & M.. 3,368,684 1,631,756 10.20 
U S Mer. & Ship.. 2,145,827 1,055,446 105.55 


Seattle Fire and Marine Organizing 

SEATTLE, WasuH., March 16—James H. 
DeVeuve, president of the DeVeuve Agency, 
Seattle, an insurance man here for 22 years, 
announces that insurance agents of the North- 
west will be given first opportunity to sub- 
scribe to stock in the Seattle Fire and Marine 
Insurance Company of Seattle, now planned as 
a new home company. The company will be 
capitalized for $400,000. Half of this amount 
will go to the capital account and half to the 
surplus. 

The company is being organized under an 
old charter which permits a $25 share to be 
issued and each share calls for an equal con- 
tribution to the surplus account. 
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DISCUSS IMPORTANT 
TOPICS 


Mid-Year Conference of Agents Most 
Successful Ever 








BANK OF ITALY FIGURED IN TALK 





Edson S. Lott and Hon. Albert S. Caldwell 
Principal Speakers at Memphis 
Sessions 
By Loucuton T. SmitH 

Mempuis, TENN., March 16.—The gavel of 
President W. Eugene Harrington yesterday 
closed what was considered to be one of the 
most successful mid-year conferences ever held 
by the National Association of Insurance 
Agents. The Peabody Hotel where the meeting 
was held was admirably adapted to the re- 
quirements of the convention both during and 
between the business sessions. 

The failure of the Massachusetts compulsory 
automobile liability law to bring about the ex- 
pected and desired results, the recommendation 
of other forms of laws, the situation in Cali- 
fornia arising from the activities of the Bank 
of Italy in the insurance business, and the dis- 
cussion of the progress, so far, and the future 
plans for the conduct of the five-year develop- 
ment campaign inaugurated by the present ad- 
ministration of the National Association repre- 
sent the high lights of the conference. 

After the customary addresses of welcome 
by John M. Dean, president of the Insurance 
Exchange of Memphis, and George A. Caldwell, 
president of the Tennessee Association, and the 
response by Fred M. Burton, president of the 
Texas Association, the chairman introduced as 
the principal speaker of the session the 
Honorable Albert S. Caldwell, Commissioner of 
Insurance of Tennessee, and president of the 
National Convention of Insurance Commis- 
sioners. 


COMMISSIONER CALDWELL’s ADDRESS 

The main trend of Commissioner Caldwell’s 
address was on the importance of the agent 
improving his qualifications for the business and 
thereby uplifting and dignifying the profession. 
He stated that while his duties required him to 
carefully protect the interests of the policy- 
holder he had a great amount of sympathy for 
the agent. He said that there were too many 


laws and that they should be made more uni- 
form. Work in this direction has been started 
by the national associations in various fields of 
business. 

In discussing the importance of the proper 
qualification of applicants for agents’ licenses 
the Commissioner stated that two-thirds of the 
losses in Tennessee were on account of over 
insurance and lack of inspection. 

Commissioner Caldwell condemned the prac- 
tice of certain non-admitted companies selling 
insurance by mail in unlicensed territories which 
he termed as “insurance bootlegging.” He said 
the Insurance Commissions Convention had a 
committee appointed to remedy this situation. 


EXECUTIVE CoMMITTEE REPORT 

R. P. Dwan very briefly outlined the report 
of the executive committee of which he is chair- 
man. He pointed out the importance of the 
Five-Year Development Campaign to the Amer- 
ican Agency System, urged the agents to at- 
tend as many regional meetings as possible and 
take advantage of the facilities offered by the 
National Association. 

In response to requests of Ed. Miller of 
Louisville, Daniel O’Keefe of Fort Wayne, Ind., 
and P. S. W. Ramsdell of Oakland, Calif., it 
was decided to publish shortly a revised list 
of the companies who have signed the confer- 
ence agreement and also a revised list of the 
companies writing casualty lines, who have taken 
a favorable stand on the ownership of expira- 
tions. 

Walter H. Bennett, secretary of the National 
Association, after first throwing a bomb-shell 
into his audience by saying that in the last fis- 
cal year the association lost 3000 members, then 
added that reinstatements and new members 
have put back a sufficient number of members 
to show an increase in membership of 10 per 
cent by the end of this year. Mr. Bennett urged 
that proper attention be paid to their financial 
affairs by the State associations. He recom- 
mended minimum dues of $10. 

J. A. Giberson of Alton, IIL, criticized the 
companies for their failure to allow the agents 
to “sit in” on rate making conferences and their 
failure to advise the agents a reasonable time in 
advance when a rate is to be changed. He in- 
sisted that the agents should have a representa- 
tive present at rate making conferences and 
should be kept fully advised as to the whys 





and wherefores of any changes made in the 
rates. 

President W. E. Harrington injected at this 
time a plea to the State associations to face the 
membership situation frankly and to not carry 
unpaid members. He urged them to analyze 
their requirements carefully and see that they 
properly financed themselves. ; 

George D. Markham of St. Louis, a past 
president of the Association, praised the presj- 
dent and others in the present administration 
He recommended to anyone unsatisfied with 
the progress of the Association to study its his- 
tory since organization in 1896, which was con- 
vincing proof of its tremendous strides. He 
commented upon the past neglect of the com- 
panies to cultivate public opinion and their pol- 
icy of lack of interest in the local agent as he- 
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public opinion to-day. 


WEDNESDAY AFTERNOON SESSION 


In laying stress upon the power of the daily 
press in moulding public opinion Joseph E. 
Ferarrie of Fort Smith suggested giving ser- 
vice to local newspapers on auditing their poli- 
cies and thereby making friends of the editors. 
He deplored the inferiority-complex of some 
agents. 

Arthur Mills of Pine Bluff amplified the 
subject of cultivating news’ editors by saying 
that in his city the local board supplied the 
newspapers with a series of articles on the 
fires in that territory and the high loss rate, 
these articles preceding an increase in rate. He 
said this was of great help in avoiding opposi- 
tion to the increase. 


Appress OF Epson S. Lort 

Edson S. Lott, president of the United States 
Casualty Company, and popularly known to 
the insurance agents as “Uncle Edson,” delivered 
a very interesting address on the subject “A 
Proper Policy Regarding Compulsory Automo- 
bile Liability Insurance.” Mr. Lott stated that 
the conception of the average layman of com- 
pulsory automobile liability insurance is that 
when an accident occurs everybody gets paid 
some money. He said that this is of course 
fallacious; that every case must be settled or 
go to court and the law of tort and evidence 
is unchanged. The popular slogan of compul- 
sory automobile liability insurance almost is 
“Pay as You Kill’; whereas the proper slogan 
should be “Stop the Killing.” In discussing 
the Massachusetts Compulsory Automobile Lia- 
bility Insurance Law, which has been in effect 
one year, Mr. Lott said that in 1926, before the 
law was in operation, for the first eleven months, 
there were in Massachusetts 628 fatalities due 
to automobile accidents, 23,154 injuries and 24,- 
926 collisions. In the same period in 1927 after 
the law was in effect there were 648 fatalities, 
29,971 injuries and 31,418 collisions. 


Favors PENNSYLVANIA PLAN 
Mr. Lott pointed out that the best method 
of avoiding compulsory auto liability insurance 
laws was to make them unnecessary by the 
agents selling all automobile owners, but since 
this had not been done he favored certain plans, 


among which is the law proposed in Penn- ° 


sylvania, 

This law provides that if an automobile owner 
or driver has an accident and has a judgment 
rendered against him, he cannot drive a car 
again nor obtain a license for another car until 
he has paid the judgment. 

Mr. Lott states that such a law will tend to 


| teduce accidents and will make it so desirable 


to have insurance coverage that it will have all 
the good effects of the compulsory law with 
none of the bad. 


Bank oF ITALY MATTER 
. The encroachments of the Bank of Italy and 
its subsiduaries upon the insurance business in 
California were ably presented to the conference 
members hy P. S. W. Ramsden of Oakland, 


ing responsible for the absence of favorable 





ACTS AGAINST NON=POLICY 
WRITING AGENT 





National Association Adopts Strong 
Resolution 





RECOMMENDS LIMITED COM- 
MISSIONS 





Motion Would Not Disrupt Present Busi- 
ness Connections But Is Unfavorable 
to Extensions 
[SpectaL DISPATCH FROM A STAFF 
CoRRESPONDENT | 
MEMPHIS, TENN., March 16.—The National 
Association of Insurance Agents, prior to ad- 
journment yesterday of its mid-year conference 

meeting, adopted the following resolutions: 


The Insurance Exchange of Memphis, its of- 
ficers and committees have given every possible 
assistance and provided delightful entertainment 
for our members and guests in attendance. We 
desire to express our gratitude and appreciation 
for the splendid co-operation and the hospital- 
fidence it enjoys, and the success of well-man- 
aged companies has been brought about largely 
through the service rendered by the policy writ- 
ity of the Memphis agents which have made this 
an outstanding Mid-Year Conference. 


Calif. Mr. Ramsden reviewed the history of 
the bank which was organized by the present 
President Gininni in 1904. In 1917 the bank 
had 14 branches and after taking over several 
other banks now has about 400 branch banks in 
California. In 1917 the Bank of Italy 
announced it was going into the insurance busi- 
ness and obtained agencies of several com- 
panies. When it applied for membership in the 
Brokers Exchange the application was denied. 
After considerable controversy and fighting a 
compromise was reached whereby the bank gave 
up the general agency business in 1918. 

Now in 1927 it was rumored that the Bank 
of Italy was again going into the business and 
it was found that licenses were being issued to 
employees of the bank. At a meeting of the 
California Agents Association and company 
representatives in Sacremento all cards were 
laid on the table and the insurance companies 
withdrew their agencies from the bank in No- 
vember. The State association filed a com- 
plaint against the Bank of Italy, and about 150 
applications for licenses were held up by the 
department of insurance. 

The bank then started in the life insurance 
business by employees obtaining sub-contracts 
from general agents. 

A letter sent to every agent in California 
with a copy of the National Conference Agree- 
ment helped to remedy the situation. 

From a questionnaire sent out by the State 
association it was found, according to Mr. 
Ramsden that the business written by the bank 
was on property in which it was interested. 

This is a National issue as all banks are 
watching the situation and will be sure to fall 
in line if the Bank of Italy is successful. 











TELEGRAM FROM HULL 
Mr. Ramsden read a telegram from Roger 


(Concluded on page 21) 
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AND Non-Poricy WRITING 
‘ J AGENTS 

_ The integrity of insurance, the public con- 
ing agent to his community and the insurance 
companies which he represents. 

_It follows, therefore, that the National Asso- 
ciation of Insurance Agents is vigorously op- 
posed to: 

1. Anything which jeopardizes the business 
of the policy writing agent. 

2. Non-policy writing agents. 

3. The further extension of branch offices, 
as differentiated from department offices or- 
ganized by insurance companies for the sole 
purpose of facilitating the underwriting of in- 
surance produced only by regularly licensed re- 
cording and policy writing agents, and the 
brokers. This branch office intermediary, be- 
tween the purchaser of insurance and the com- 
pany, will inevitably lead to greater cost and 
poor service to the insuring public; and it has 
caused the appointment of non-policy writing 
agents, who render no service that promotes the 
interest of the insurance business, either to the 
public or the companies. 

4. The appointment of any class of producers 
by insurance companies other than the policy 
writing agents and the solicitor or broker 
licensed by law to represent or place business 
with such agent. 

The National Association of Insurance 
Agents believes that those non-policy writing 
gents now in existence should be placed on a 
basis of commission which would enable policy 
writing agents to pay an equal commission with 
a fair margin of profit above operating cost, 
and in no event should non-policy writing agents 
receive a higher commission than is paid to 
licensed solicitors and or brokers in any given 
locality, by policy writing agents; that exist- 
ing offices servicing non-policy writing agents 
should be operated in accordance with local 
board rules; confine their writings for non-pol- 
icy writing agents to full time solicitors domi- 
ciled within said offices, and should not accept 
“over-the-counter” business, except in such 
cities where this may now be the practice. 


OFFICES 


BRANCH 


Co-OPERATING COMPANIES 

_ The National Association desires to express 
its appreciation of the spirit manifested by the 
companies signatory to the Conference Agree- 
ment between the National Association and the 
National Board of Fire Underwriters, in ob- 
serving the second principle, opposing the ex- 
tension of company representation by financial 
institutions, as evidenced by reports from local 
boards and State associations, 


Locat Boarps 

Local boards are recognized by insurance 
companies and agents as one of the main stabil- 
izing influences of our insurance profession. 
The proper functioning of a local board up- 
holds right principles and discourages bad prac- 
tices in underwriting. The National Associa- 
tion commends those insurance companies which 
have given loyal support to local boards in 
their efforts for the good of the insurance busi- 
ness. We urge that this co-operation be 
strengthened and sustained by all companies 
everywhere. 


COEXTENSIVE MEMBERSHIP 

The National Association of Insurance Agents 
can function best when membership in local 
boards and State and National Associations is 
co-extensive. Such co-extensive membership 
can be obtained only by a uniform standard of 
eligibility for membership in all three organ- 
izations. 

We, therefore, urge all State associations 
immediately to incorporate a provision in their 
constitutions and by-laws requiring as a condi- 
tion precedent to membership, that an agent 
shall be a member in good standing of his local 
board, when there is a local board in his com- 
munity to which official recognition has been 
given by the State executive committee. 
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THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Coun- 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 











salary basis direct with company. 











WE WANT 


—men who are self- 
confident— 


OHIO 

INDIANA 
KENTUCKY 
MICHIGAN 
WEST VIRGINIA 
PENNSYLVANIA 
TEXAS 
OKLAHOMA 
CALIFORNIA 
ILLINOIS 


—men who are morally 
dependable— 


—men who are finan- 
cially responsible— 





—men who are anxious 
to accomplish results— 


—men who are open to Partnership- 
basis Agercies— i . IOWA 


LIFE HEALTH ACCIDENT 

THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohile 

Standard Sub-Standard 


===———————~= 


Tell it allin the first 
letter — Time is 
Money. 








Super-Standard 














Address Home Office For Agency Connection 


uz HAMPTON ROADS 
_ HRE«®» MARINE 
Insurance Company 


NORFOLK, VA. 





P. D. BAIN HENRY G. BARBEE 
Chairman of the Board President 








for INDIANA. 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 








Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice President 
S. C. McCEACHERN, 2nd Vice-Presidenter 
I. M. SHEFFIELD, Seetary 









Great American 
Insurance Company 
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Company 





Compan 
tad INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


23,.422,855.2 1 


NET SURPLUS 


21.066, 19.35 
56,982.974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, Ill. 
G. R. STREET, Vice-President 
PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 


MARINE DEPARTMENT 


NEW YORK—Ww.H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, M ger, 233 S Street 
CHICAGO—W>. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldé. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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Discusses Important Topics 
(Concluded from page 18) 
B. Hull, managing director of the National 
Association of Life Underwriters, following an 
interview with Mr. Ferrari, counsel for the 
Bank of Italy. This telegram outlined clearly 
the views of the officers of the Bank of Italy 
in respect to the solicitation of insurance. (It 
will be found in full on page seven of this is- 
sue. ) 
DaiLy NEWSPAPER ADVERTISING 
The use of daily newspapers for joint adver- 
tising campaigns was discussed by Daniel J. 
O’Keefe of Fort Wayne, Mr. Rowe of Kan- 
sas City, Mr. Burwell of Scranton, Mr. Swope 
of Louisville, and Mr. Ramsdell of California. 
It was generally stated to be very satisfactory 
to run such campaigns, amounts up to $5000 an- 
nually being expended for this purpose and 
divided among the agencies represented. 


THURSDAY SESSION 

Daniel J. O’Keefe led a discussion on the 
Use of the Standard Automobile Identification 
Certificate. This certificate has been prepared 
by the National Association for use of mem- 
bers only and is issued by the agent, writing an 
automobile insurance policy, to the assured. The 
presentation of this certificate to any member 
of the National Association by the assured, when 
he has an accident, will entitle the assured to 
proper attention and service. 

In Kansas City and in Oklahoma City the 
police department has been given the names of 
the members in those cities with whom to com- 
municate if a certificate is presented to them. 
The advantage of the certificate in bringing in 
new members to the Association was also 
pointed out. Clyde B. Smith of Lansing recom- 
mended the mailing of the certificate to the 
assured with a letter of explanation—not with 
the policy. 

Cliff Payne, of Jacksonville, recounted the 
first experience illustrating the service of the 
certificate to an autcmobile owner from Cali- 
fornia having an accident in Jacksonville which 
he said was very satisfactory. 


DANGER IN SINGLE TRACK AGENCIES 

The subject of “Danger in Single Track 
Agencies” was covered by Henry G. McMillan 
of Knoxville. He pointed out the advantages 
of larger agencies in being able to render bet- 
ter service and in handling the details of the 
business. The companies prefer to. plant agen- 
cies in large offices which are well managed. 
He advocated that every agent writing one line 
add as many other lines as possible, and he also 
recommended consolidation with another agency 
where feasible. 

The balance of the session was devoted to 
remarks by W. E. Flickinger of Cleveland, J. 
W. Rose of Buffalo, and Ed. Miller of Louis- 
ville on the organization and proper conduct of 
local boards. 

At the close of the session George E. Turner 
of the Casualty Information Clearing Hoisse 
spoke of the proposed automobile insurance bill 
in New York. He urged the reading of the in- 
Surance trade papers to keep in touch with the 
business. 


CHARLES F. HILDRETH 
MEMORIALIZED 
Was Past-President of National Associa- 
tion of Insurance Agents 
[SpectaL DISPATCH FROM A STAFF 
CoRRESPONDENT | 
Mempuis. TENN., March 15.—The National 
Association of Insurance Agents today adopted 
the following memorial to the late Charles F 
Hildreth, past-president of the association: 


Your committee, appointed to prepare resolu- 
tion on the death of Past-President Hildreth, 
begs to offer the following report: 

The National Association of Insurance Agents 
has lost an able counsellor and a strong defender 
by the death of Past-President Charles F. 
Hildreth of Freeport, II. 

He was elected to the presidency after serv- 
ing on the executive committee, and as chair- 
man of the committee on uniform blanks and 
forms, which was created and developed under 
his personal direction. He succeeded, against 
much opposition, in introducing uniform blanks 
into general use, and the local agents of the 
country are indebted to him for a practice we 
now universally enjoy. 

In all of his relations with the National As- 
sociation, he was helpful to an exceptional de- 
gree, and he met his responsibilities with a sense 
of justice and kindliness, and with courage and 
persistence, as well as with patience and with 
consideration. 

Mr. Hildreth was a Christian gentleman, and 
was ever sustained by a strong and sincere re- 
ligious faith, He was a man of wide reading 
and exceptional cultivation and was actuated by 
a deep sense of social and civic responsibility. 

In the present solid structure of success of 
the National Association we can discern por- 
tions of the building planned by former Presi- 
dent Hildreth and laid by his hand. 

We honor his memory ; we mourn his passing, 
and we extend to Mrs. Hildreth and to his 
devoted business associates, our most sincere 
and deepest sympathy. 

GreorceE D. MarkHam, 

Chairman, 
James L. Case, 

Ep. C. Rot. 


BOOKKEEPING FORMS NOW 
READY 
Remington Rand, Inc., Ready to Distribute 

MempPHis, TENN., March 16.—At the Na- 
tional Association of Insurance Agents’ Mid- 
Year Conference, President W. Eugene Har- 
rington announced that the better business 
methods committee had completed preparation 
of the bookkeeping forms approved by the Na- 
tional Association for use of the local agent. 

These forms and binders are now in stock 
of the Insurance® Division of Remington Rand 
Business Service, Inc., headquarters of which 
are at 451 Broadway, New York city. 

While any organization preparing accounting 
systems is free to prepare and sell these ap- 
proved froms, it is understood that they are to 
be sold only to members of the National As- 
sociation. 


AGENTS’ 





The resolutions committee report will appear 
elsewhere in this issue. 

Telegrams of greeting and regrets at failure 
to attend were read from Fred J. Cox of Perth 
Amboy, James L. Case of Norwich, Frank L. 
Gardner of Poughkeepsie, Fred G. Noxel of 
Buffalo, the Detroit Association and the South 
Carolina Association. 
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PHILADELPHIA NATIONAL’S PLANS 
Company Is Already Admitted in New 
York and Pennsylvania 
The Philadelphia National Insurance Com- 
pany of Philadelphia. which is being organized 
by interests connected with the Lumberman's 
Insurance Company of Philadelphia, has a capi- 
tal of $1,000,000 and a surplus of $1,500,000. 
The entire stock of the company has been pur- 
chased by the banking houses of Rutter & Co., 
New York, and Harrison, Smith & Co., of Phil- 
adelphia. The par value of the stock is $10 
per share and was bought by the bankers at the 
full price of $25, so that the company’s capital 
and surplus is now fully paid in with no ex- 

pense deductions. 

The new company will have the same officers 
as the Lumberman’s. The officers of that com- 
pany are: George R. Packard, chairman of the 
board; Ralph L. Freeman, president; Charles 
R. Haddon, first vice-president: A. H. 
Clevenger, vice-president and treasurer; D. R. 
Frary, vice-president and secretary, and W. L. 
Bampton, assistant secretary. The company 
has been admitted to Pennsylvania and New 
York and is applying for admission in five other 
States. It will begin writing direct business 
as soon as supplies can be gotten out. 


CONVENTION NOTES 

Mr. and Mrs. Jack Yost were on deck early 
and stayed late, much to the pleasure of all who 
had the opportunity of being with them. It is 
almost unnecessary to add that Mr. Yost is a 
home-office official of the Fidelity and Deposit 
Company. 

k * * 

Mrs. “Gene” Harrington’s motion at the get- 
together dinner that presidents’ and past-presi- 
dents’ wives must be brought to conventions was 
unanimously carried. The only thing we sug- 
gest is an enforcement law. 

i 

P. Allan Fisher, of D. A. Fisher, Inc., one of 
the largest agencies in Memphis, had a most 
original electric sign in the lobby of the Pea- 
body hotel, across which flashed various names 
and sentences in kaleidescopic fashion. These 
were changed at will, naming various of those 
in attendance from time to time. 

* * x 

Many things may stop a convention, but on 
Wednesday afternoon things were going strong 
at 5:30 when the stenotype operator announced 
he was out of paper. A motion for adjourn- 
ment followed. 

* Oo * 

The turns of fate are uncontrollable, of course, 
but it was a piece of cruel irony that, during 
“Ed.” Cole incumbency of the chairmanship of 
the fire prevention committee, his own home 
town nearly burned up. Fall River, however, 
owes him a vote of thanks for his foresight 
during the fire which resulted in several hun- 
dred automobiles being removed in time to save 
a loss of many thousands of dollars. 

* * * 

The multiple line service idea received fur- 
ther impetus when Henry G. McMillan urged 
agents writing one line to add as many others 
as possible. 
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“Why not? 


He can afford to do it now. 
tection for the Reliance Life.” 





“Joe Jenks oughtn’t to splurge so much.” 


He’s selling Perfect Pro- 
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QUALIFICATION OF AGENTS 


Health and Accident Underwriters 
Discuss Pennsylvania Situation 








GENERAL EXAMINATION OF CASUALTY 
MEN UNDER FIRE 





Conference Believes Health and Accident 
Representatives Should Be Treated as 
Separate Class 


Cuicaco, Int., March 20.—A resolution pro- 
testing the fact that prospective health and ac- 
cident agents in Pennsylvania are required to 
pass examination upon all casualty subjects was 
adopted at the closing session of the mid-winter 
meeting of the Health and Accident Under- 
writers’ Conference, at the Stevents hotel here 
last week. The executive secretary was author- 
ized to send a resolution to Commissioner Tag- 
gart of Pennsylvania urging him to treat health 
and accident protection as an individual class 
of insurance and to provide an examination 
upon it exclusively. 

This resolution was provoked by a general 
discussion on licensing the health and accident 
agents led by James F. Ramey, secretary of 
the Washington Fidelity National Insurance 
Company of Chicago. He declared himself to 
be in favor of agency qualification laws, but 
pointed out that much discrimination could be 
practiced under them. 

The Conference decided to cease the practice 
of meeting at the same place and in the same 
week as the International Claim Association, 
when it voted to hold its annual meeting in 
Chicago, September 5 to 7. This was the rec- 
ommendation of the executive committee. 

Clifford Elvins, of Toronto, president of the 
Insurance Advertising Conference, reported that 
progress is being made on a public relations 
and advertising program for the Health and 
Accident Conference, which the Advertising 
Conference is preparing. He declared that pre- 
liminary investigations had shown that health 
and accident insurance is “suffering from un- 
reasonable competition,” and that there are 
“too many indemnity settlements in dispute.” 
He pointed out that a public relations program 
would help to change public opinion to favoring 
accident and health insurance and the compa- 
nies writing it so that the public will defend 
the companies against unwarranted attacks. 

Insurance Commissioner Ray A. Yenter, of 
lowa, after discussing the function of the in- 
surance supervisory departments of the States 
and the work of the commissioner, declared that 
the “true merits of the business of insurance are 
ample justification for its existence and un- 
hampered operation. It does not need to be 
misrepresented in any way by the salesman to 
create a market for his commodity. The Good 


Book says “true understanding casteth out fear’, 
or words to that. effect. 


It also dispels doubt 


and eliminates suspicion. Any publicity cam- 
paign or step taken to secure general under- 
standing is beneficial to the business, a handi- 


‘ cap to the jackal, a deterrent to hampering leg- 


islation and an eliminator of the necessity for 
multiplicity of departmental ruling. 

“Tt would be presumptuous on my part to of- 
fer suggestion to this convention concerning the 
technique or detail of the accident and health 
business. If I were to presume to offer sug- 
gestion it would be that the efforts of this body 
be directed to the securing of uniformity of 
policy provisions. I am of the opinion that if 
you yourselves do not do it, it will be done for 
you by legislative enactment.” 

The need for uniform phraseology was 
stressed. E. C. Budlong, of the Federal Life, 
said that uniform phraseology in the principal 
clauses would help the agent to produce new 
business and would aid the companies in reduc- 
ing unfair competition. It also was pointed out 
that much expense of litigation would be saved 
if the policies were more uniform and one su- 
preme court ruling could be obtained inter- 
preting all of them. 

SALES CONGRESS IN CHICAGO 
State-Wide Casualty Meeting te Be Held 
in April 
Cuicaco, Itt., March 20.—Casualty under- 
writers of Illinois have decided to take a leaf 
from the life insurance book of selling and 
will hold a state-wide Sales Congress featuring 
casualty insurance in Chicago early in April. 
The Congress will be conducted by the Cas- 
ualty Field Club of Illinois with the full co- 
operation of the Illinois Association of Insur- 

ance Agents. 

The Congréss will climax the series of meet- 
ing now being held by the Agents’ Association 
to sell the “insure in April” campaign to the 
local agents in which the casualty field men 
are aiding. The Field Club is planning to in- 
vite nationally known experts on casualty in- 
surance to address the Congress, while the com- 
panies will make an effort to get the local 
agents and brokers of the State to attend. 

An interesting feature will be a display of 
advertising and sales literature prepared by the 
several companies. 


National Surety to Defend Suit 
(Concluded from page 3) 
the conditions of the ultimate loss bond, but the 
extraordinary feature was that it included 
losses sustained through successive issues of in- 
stalment paper based upon the repeated re- 
financing of the same sets of taxicabs. 

The National Surety Company promptly re- 
jected the claim when made as being totally 
without merit, and in this position it is sus- 
tained by the unanimous opinion of all its legal 
advisers, and the action which has been begun 
in the Federal Court will be met by a complete 
denial of liability and will be vigorously de- 
fended and if necessary carried to the highest 
court. 
eee 


PENNSYLVANIA SURETY 
FORMING 


New Company to Have $500,000 Capi- 
tal and $1,500,000 Surplus 





JOSEPH W. WARD IS PRESIDENT 





Organization Will Reinsure Outstanding 
Risks of Republic Casualty 

The Pennsylvania Surety Corporation is be- 
ing organized under the laws of the Keystone 
State to do a casualty and surety business and 
to reinsure the outstanding risks of the Repub- 
lic Casualty Company of Pittsburgh. The Penn- 
sylvania Surety will have a capital of $500,000 
and a surplus of $1,500,000, and it is understood 
that the proposed capital and surplus have been 
subscribed and paid in. 

Joseph W. Ward, well-known Pittsburgh 
banker and financier, has been elected president 
of the Pennsylvania Surety. He is a graduate 
of Washington & Jefferson University, has been 
in the banking business since his graduation and 
is a former vice-president of the Bank of 
Pittsburgh. 

It is believed that the new company will bé 
ready to start operations about April 1 and it 
will reinsure the outsanding risks of the 
Republic Casualty as of the last of March. 
Nearly $800,000 of unearned premiums are al- 
leged to be involved in the deal, most of the 
hazards being those which remain after a close 
scrutiny and sorting of the business on the books. 
In addition to reinsuring the Republic Casu- 
alty, the Pennsylvania Surety will take over 
practically the entire staff of the company. 

Agents of the Republic Casualty have been 
notified of the transfer by President Ward of 
the new organization, who pointed out to them 
that there will be some refund to stockholders 
in addition to funds for caring for present and 
future claims. 


ALL-AMERICAN AIRCRAFT SHOW 
Insurance Men Taking Part in National 
Exposition at Detroit 


The All-American Aircraft Show, 
sored by the Detroit Board of Commerce, will 
be held in the Convention Hall of that city from 
April 14 to 21 and a number of leading insur- 
ance men are taking an active part in the pre- 
paration for this national aeronautical exhibi- 
tion. Several insurance companies have taken 
booths at the Show and every inch of floor 
space was subscribed for six weeks before the 
opening day. 

Forty manufacturers of aircraft had entered 
sixty-one ships by March 1. The area reserved 
for airplanes totaled 95,000 square feet. Forty- 
four makers of accessories and parts had 
entered, their booths taking up in excess of 


10,000 feet. 
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NEW AUTO MANUAL NOW =i the rules and rates of the Public Liability 
anual. 
EFFECTIVE} Rule 84, Storage Garages—The payroll 
eligibility requirement for experience rating 
Complete Revision of Symbol Basis storage garages has been changed from $10,000 F 
for Collision Hazards to $25,000. 
THE HEALTH AND ACCIDENT 
FEW LIABILITY CHANGES NOTED SALESMAN é, ky . Se 
OS Kt See 
g Useful Booklet Shows Agents and Brokers gy GZ a V 
Agents Notified of Many Important Altera- How to Make Money on This Business 
As of M , ~— a Rules ‘ Progress in the health and accident insurance 
ew onday of this week, the revised cas- business depends entirely upon the knowledge V 
ualty automobile manual of the National of agent and broker and upon -the extent of 
Bureau of Casualty and Surety Underwriters  ,,.; “4: AE 
: ; ‘ ~ their ability to answer objections and marshal 9 
became effective, on both new and renewal poli- arguments i favor of me ates Health The Employers . 
cies. A complete realignment of the symbol . . : F ® ye 
: 3s : ; and accident insurance companies have not gone 
basis for collision rates on private passenger ahead as rapidly as the business deserves. Too Liability Assurance : 
and commercial cars is included, and there are often this has been because they have not 


now 16 symbols for these classes against the 
former 10. Few changes are noted for public 
liability and property damage rates on motor 
vehicles except in some States where changes 
of territorial classification have been made. The 
National Bureau sent the following notice of 
rule changes to agents: 


Rule 14, Residence, Location Declarations.— 
A provision has been added to this rule to aid 
in the determination of the proper rates to apply 
to cars used by salesmen or solicitors when the 
use and garaging of the cars takes place in more 
than one rating territory. 

Rule 15, Policy Periods and Premium Pay- 
ments.—This rule has been amended and now in- 
dicates the actual percentages of additional pre- 
mium to be charged for extending short-term 
policies. 

Rule 16, Suspension—The rule prescribes a 
new suspension endorsement, incorporating a re- 
vised method of computing the amount of pre- 
mium refund for any given period of suspen- 
sion. 

Rule 18, Additional Assured.—This rule now 
permits of the extension of policies written on 
school buses to cover the liability of certain 
named parties at no additional premium charge. 

Rule 25, Automobiles Equipped With Special 
or Custom Bodies.—These propositions have to 
be referred to the company for determination of 
the collision rates. 

Rule 35, Interurban Express.—This rule has 
been revised so as to prohibit its application to 
any truckman engaged in hauling for one speci- 
fied concern. 

Rule 36, Farmers’ or Private Estate Trucks.— 
This rule now provides rates for public liability 
and property damage insurance in these trucks 
equal to the light Class 4 rates less 15 per cent. 

Rule 55, Real Estate Dealers’ Buses.—This 
rule provides that a bus owned and operated by 
a real estate dealer or promoter solely for trans- 
porting prospective purchasers of property may 
be insured at 50 per cent of the bus rates. 

Rule 57, Driverless Cars—The rule now es- 
tablishes specified car rates for automobiles 
hired out with and without drivers. These rates 
are the private livery rates for coverage for 
owner only, and 150 per cent of the private 
livery rates for coverage for owner and hirer. 
In those States, however, where the driverless 
earnings rates are the same for owner only as 
for owner and hirer, the specifier car rates shall 
be 150 per cent of the private livery rates re- 
gardless of the coverage provided. 

Rule 71, More Automobiles Than Operators. 
—This rule has been clarified by indicating that 
in computing the premium for the policy each 
form of coverage shall be treated separately 
and the highest rated automobiles equal to the 
number of operators shall be considered in ar- 
riving at the premium for the particular cover- 


age. 

Rule 81, Garage Payroll Policies—Inside 
Hazard Only.—The inside hazard form of cov- 
erage may now be written only in accordance 


placed educational material in the hands of 
their presentatives as freely and liberally as 
have the life insurance companies, whose trans- 
actions have tremendously increased in volume. 
To help accident and health insurance com- 
panies overcome this difficulty, and to add to 
the available sales material for the assistance 
of agents and brokers sellirg this line, The 
Spectator Company has recentiy published a 
booklet, entitled THe HeattH aNnp ACCIDENT 
SALESMAN, which is written by a prominent 
officer of a well-known accident and health in- 
surance company. The booklet comprises a 
series of instructions, aids to beginners and in- 
spirational pointers for experienced men, and is 
exactly the kind of publication which companies 
should supply to their agents and brokers to 
help them develop health and accident lines. 
THe HEALTH AND ACCIDENT SALESMAN 
points out the possibilities of insurance sales- 
manship as a career, outlines methods of se- 
lecting and approaching prospects, shows how 
to make and close the sale and emphasizes the 
necessity and utility of follow-up service to the 
policyholder. Agents often fail to secure the 
commissions which could be theirs if they paid 
proper attention to securing dpplications for 
health and accident insurance. It is simply a 
question of knowing the product, understand- 
ing the market and being able to use such argu- 
ments as will close the sale. THe HEALTH AND 
AccIDENT SALESMAN teaches agents and brok- 
ers these three things and so will make money 
for them. The booklet, containing 32 pages 
and handsomely bound in limp cloth, can 
easily be carried in the pocket, and may be 
obtained from its publishers, The Spectator 
Company. Send 50 cents for a sample copy. 


Etna Casualty Men Hold Two-Day Meet- 
ing in Richmond 

More than 125 representatives of the acci- 
dent and liability department of the A<tna Cas- 
ualty and Surety Company, of Hartford, at- 
tended a two-day agency meeting in Richmond, 
Va., last week. The meeting was presided over 
by Manager F. W. Clintsman, of the Richmond 
branch office of the AZtna companies. 

A number of talks on interesting features of 
the business were given by agents. An acci- 
dent and health sales demonstration was enthu- 
siastically received, and the agents were very 
much interested in the new form of personal 
insurance surveys. 
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Corp., Ltd. Cc 


The Employers’ Fire f « 
Insurance Co. : 


American Employers’ > ' 
Insurance Co. : 


al 

SAMUEL APPLETON BUILDING p 

110 Milk Street, Boston, Massachusetts . 

Practically every form of Insurance F }; 

except Life te 

cl 

WHEN you encounter trouble— ; a 

accidents, fires, theft, collision, law- al 

suits, or other causes of financial ' fi 

worry... 0! 

Then you will realize that the com- CC 

petent insurance man is your best ; al 
frierd . . . practically helpful .. . 

on the job. . . st 

ce 

p 


WHEN you realize that The Em- 
ployers’ Liability Assurance Corpor- 


ation, Ltd., is the world’s pioneer in 4 
liability insurance, and has had a : 
steady and substantial growth; when t 
you realize that, with its affiliated be 
companies, the American Employers’ : 
Insurance Company and The Em- ‘ 


ployers’ Fire Insurance Company, it b 
writes practically every form of insur- ' 








ance except life; and when you dis- p 
cover that “the Service that Satisfies” "0 
has a genuine meaning—is a_ policy " 
rather than a phrase . . . $) 
oO 

Then you will appreciate that The St 
Employers’ Group does_ everything Ir 
possible to see to it that its represen- k 
tative. in a given locality is THE : 
competent insurance man. al 

lo 

ce 

, > al 

There’s an Employers ‘i 
Group Representative p 

in Your Neighborhood se 

hi 

th 

Se 

The above is the message which The En- b: 
ployers’ Group is giving the insuring public it 
: 


through the medig of national magazines. 

Agency connections with The Employers de 
Group are still available for the competent 
insurance man. 
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UNIFORM PHRASEOLOGY 
CALLED A BENEFIT 


E. C. Budlong Says Standardization 
Removes Objectionable Com- 
petition 








WOULD BASE SPECIFIC LOSSES ON 
INCOME PROVISION 





Vice-President of Federal Life Addresses 
Health and Accident Underwriters 


In discussing the question of uniform 
phraseology and how it will help the company 
and the agent, E. C. Budlong, vice-president of 
the Federal Life Insurance Company of Chi- 
cago, told the mid-winter meeting of the Health 
and Accident Underwriters Conference that the 
adoption of standard provisions has taken de- 
structive criticism out of the hands of the un- 
ethical agent and has considerably curtailed that 
individual’s opportunity to attack a competi- 
tor. Mr. Budlong, addressing the gathering at 
the Stevens hotel in Chicago, last week, reviewed 
the whole question of uniform phraseology in 
accident and health’ insurance policies and de- 
clared that arguments which merely tend to 
arouse suspicion and doubt in the mind of the 
prospect are purely negative and should be dis- 
carded by agents. Continuing, he said: 

For many years companies vied with each 
other in the art of phrasing clauses which sound 
liberal and which at the same time would pro- 
tect them against the wasting of ink on claim 
checks. A court decision that a sore heel from 
a new shoe was the result of accident means 
and immediately disability due to friction of 
footwear or clothing was added to a long list 
of “exceptions.” ; 

This organization was originally made up of 
companies writing monthly premium business 
and at various times attempts were made to 
standardize the coverage of such policies. The 
committee report does not recommend uniform 
policies, but uniformity of certain phraseology. 

In my opinion there is no necessity for poli- 
cies of the industrial type to be complicated with 
the “frills” and speculative features which have 
crept into the so-called commercial policies—in 
fact such policies need not have been based on 
benefits as offered in commercial forms. For 
example—the $5000 commercial policy pays the 
face of the contract for loss of both hands, 
both feet or both eyes, and one-half of the 
principal sum for loss of a hand or foot, and 
one-third for the loss of one eye. These 
amounts are reasonably adequate on a $500 or 
$10,000 policy. They are woefully inadequate 
on a small policy, and, with only $100 principal 
sum down in Class F, X and XX, the agree- 
ment to pay for five years or even for life for 
loss of time and then limiting the amount pay- 
able to $33.33 for the loss of one eye is ridicu- 
lous to say the least. ry 

The catastrophe hazard of coal mining and 
certain other dangerous occupations was prob- 
ably responsible for this freak and it cannot be 
denied that the limitation of death indemnity is 
proper, but to offer a man $33.33 on a policy 
which promises him say $60 monthly when he 
has suffered a loss which is almost more tragic 
than death, is a reflection on the good common 
sense of the accident insurance business. 

I believe that these specific losses should be 
based on the income provision of the policy lim- 
ited to a certain number of months and at least 
equal to the amount which would be payable un- 

der a principal sum payment of $1000 for each 
$20 of monthly indemnity. Naturally such a 
policy would justify a higher premium charge. 


In other words, eliminate the fractional specific 
benefits and pay a monthly income up to a defi- 
nite amount stated in the policy. This same 
theory applies with equal force to all policies 
issued with unlevel indemnity. 

I am offering this suggestion not because 
there is a great demand, but as a matter of 
granting a reasonably well balanced policy of 
insurance and good service. Eye, hand and 
foot losses are comparatively infrequent, but 
when they do come, the policyholder is left 
without adequate protection. 


EUROPEAN GENERAL’S EXCELLENT 
STATEMENT 
Company Had Good Year and Is in Strong 
Financial Position 

The financial statement of the United States 
branch of the European General Reinsurance 
Company, Ltd., of London, England, made as 
of December 31, 1927, shows that organization 
to be in a remarkably strong monetary posi- 
tion. Assets of the American branch increased 
by $1,977,804 during the past year to a total 
of $14,195,876, while the voluntary contingent 
reserve was augmented by $500,000 to an ag- 
gregate of $1,500,000. The splendid growth of 
the premium income in 1927 is indicated by the 
fact that the unearned premium reserve has 
mounted to $4,331,965. Furthermore, the vol- 
untary reserve for fluctuation in market value 
of securities is $756,188. 

The premium income of the United States 
branch amounted to $7,432,166 last year and the 
total income reached $8,461,872. The capable 
administration of the company’s affairs in this 
country is shown by a gain from investments 
of $1,099,088 in the twelve month period cov- 
ered by the financial statement and an under- 
writing profit of $552,160. The sum of $698,459 
was remitted to the home office, and the special 
reserves of the United States branch were in- 
creased by $952,789. The capital deposit of the 
branch is $750,000 and the surplus to treaty- 
holders totals $1,500,000; including, as it does, 
the surplus of $750,000. 

The resources of the United States branch 
embrace such items as government bonds 
amounting to $174,000; State, $267,800; rail- 
road bonds valued at $3,071,834; public utility 
bonds scheduled at $3,294,150; miscellaneous 
bonds, $790,051, totaling $7,597,835; railroad 
stocks worth $1,454,900; public utility stocks 
held at $385,600; miscellaneous stocks, $1,651,- 
097; mortgages to the aggregate of $1,248,000; 
cash amounting to $290,702 and others. 

All classes of casualty, fidelity and surety re- 
insurance are written by the United States 
branch of the European General.  Fester, 
Fothergill & Hartung of 110 William street, 
New York city, are the United States managers. 
This well-known firm is nationally recognized 
as successfully specializing in reinsurance, and 
possesses excellent facilities for handling all 
lines of fire and casualty business from a re- 
insurance standpoint. 


Standard Accident Appoints New Contract 
Head in New York 
The Standard Accident Insurance Company 
of Detroit has appointed Richard J. Hill as 
superintendent of the contract department of its 
New York branch office. 
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RATING MORAL HAZARD 


Dr. H. W. Dingman Dscribes Elements 
in Accident and Health Writings 








DISCUSSES “AGENT TO UNDERWRITER 
TO CLAIM MAN” 





Necessity of Determining Personality 
Factors Is Stressed by Noted 
Authority 


The famous baseball combination of “Evers 
to Tinker to Chance” was translated into “agent 
to underwriter to claim man,” by Dr. H. W. 
Dingman, vice-president of the Continental As- 
surance and medical director of the Continental 
Casualty, in a remarkable address before the 
Chicago Claim Society in that city last week. 
If life is a game, the accident and health busi- 
ness is a game and, like baseball, calls for the 
triple play of prospect to applicant to claimant, 
declared Dr. Dingman. He described averages 
as the leavener of life and the basis of insur- 
ance, and for this reason there should be the 
closest relationship between agent, selector and 
claim man. The success of a claim man de- 
pends entirely on the kind of business submitted 
to him by the agents and underwriters, and his 
job begins really with the solicitation and does 
not end until the claim is settled. 


Moral hazard is the big question in the acci- 
dent and health business, said Dr. Dingman, 
and “The longer I am concerned and connected 
with selection of risks for disability insurance, 
the more I emphasize personalities, the more I 
regard the physical impairments as secondary.” 
The factors influencing insurability were enu- 
merated by the speaker as follows: Age, sex, 
weight, family history, personal history, physical 
condition, habits, habitat, race and occupation. 
He said that so far as disability insurance is 
concerned, it is better to think of the risk as 
falling into two classes, the moral hazard, and 
the other categories as a group. A rating 
schedule for determining moral stamina was 
given by Dr. Dingman as follows: 

A—qualify under two of the following head- 
ings: 
a—active church member. 
b—active Red Cross or Y. M. C. A. 
or K. C. worker. 


c—credit Al at bank. 
d—store accounts promptly paid in 30 


days. 
e—systematically living on less than 
income. 
f—health insurance carried without 
company criticism for five years or 
more. 
3—qualifying under one of the foregoing head- 
ings. 
C—not qualifying as above, but risk not criti- 
cized. 
D—criticized under two of the following head- 
ings: 


a—drinking or women or both. 

b—gambling to excess. 

c—evasion or slow payment of debts. 

d—questionable business practices. 

e—extravagance in living standards. 

f—previous disability claims criticized. 
E—risk questioned under one heading above. 
F—credits and debits intermixed, or insufficient 

information. 
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SEVEN YEARS YOUNG 


Kansas’ Strongest 
Life Insurance Company 














Our New Home Office 
“Built Without Using a 
Dollar of Policyholders’ 
Money.” 


Capital......... $550,000 
Surplus........ $237,436 





SALESMEN WANTED 


To sell something new in 
life insurance in Minne- 
sota, Iowa, Nebraska, Mis- 
souri, Kansas, Arkansas, 
Oklahoma and Texas. 


National Reserve Life Ins. Co. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 

















Cc. B. ROBBINS 
President 


Cc. B. SVOBODA 
Secretary 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE CO. 


CEDAR RAPIDS, IA. 
Financial Condition December 31, 1927 


ASSETS 








First Mortgage Loans on Real Estate.............cccceeccees $2,286,977 . 50 
Municipal Bonds and Liberty Bonds,..............0ceeceeees 262,228 .41 
Premium Notes: and Policy Loans. .....,660c60ccccsccccvecese 600,838 .37 
Cash in Banks and Office and other ledger assets.............. 35,535 .37 
Interest Accrued and Net Uncollected and Deferred Premiums.. 135,602.21 
(Reserve Charged in Liabilities) 
oO A SE Re a RO ET $3,321,169 .96 
Less Assets not covered by Reserve. .....60 vices ccciccccdecee 22,924 .16 
RO NR Ss oleae a idig od da Kees ves wed Wk Ga EO ie cee eames $3,298 245 .80 
LIABILITIES 
Tax Reserve and Otter Liabilities. «<4... <nca.6%-s oc cave kewaldeee $ 39,486.12 
Legal Insurance Reserve and Reserve for Special 
MOUNTED isi oh aaXeuccichs. wale ay. ob -alaiero SOR RED $2,965,183 .71 
Surplus to Policyhholders...... ..coccscccccdsscoucs 273,575 .97 
TOTAL FOR PROTECTION OF POLICYHOLDERS........ 3,258,759 .68 
$3,298,245 .80 
HOW WE ARE GROWING 
End of ross Insurance 
Assets in Force 

SESS er ere 43,278.91 § 95,000.00 

IN chircstc. aa. § aig Sex rad ale tanec 104,820.60 1,906,085.00 

___- SRSA ee ame eye 237,351.38 3,004,245.00 

BEC ae ea ee eto noua se soe 451,142.07 5,114,236.00 

BM ok cc heel geet Ramee aces 659,723.13 7,081,879.00 

MUMS os ais nin w ie ciebate ome 1,012,671,75 10,010,022.00 

_——_ RRR rR toe ype) 1,468,411.12 14,010,604.00 

RE otstac ctor etiatinkee ttre 2,045,934.15 15,335,721.00 

MMM tees pod «algo ads Ce ee 2,660,451.41 17,599,610.00 

| re 20,472,686.00 





GOOD Chance for GOOD Men to Build GOOD Future 











IOWA MINNESOTA SOUTH DAKOTA NEBRASKA 














“T see Joe Jenks is wp for membership inthe club.” 


“How can he do it on his income?” 


“Easy. He's selling Perfect Protection for the Reliance Life.” 














THE UNUSUAL PROGRESS 
OF THIS COMPANY, IS 
PERHAPS, THE BEST 
RECOMMENDATION OF 
THE CALIBRE OF SERV- 
ICE IT RENDERS. 


THE EQUITABLE CASUALTY 
AND SURETY COMPANY 


HAROLD R. CRONIN, President 
HAROLD SPIELBERG, Vice-Pres. and Gen. Mer. 


Court Square Building 


2 Lafayette St. New York City 
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AGENCY SUPERVISION 


Managers Must Be Able to Inspire 
Belief in Insurance 








EVILS ARE DUE TO GREED 





FE. J. Faulkner Declares Business Should 
Rectify Faults from Within 

The evils charged against the health and acci- 
dent insurance business by Legislatures, courts 
and the public come primarily from within the 
business itself, declared E. J. Faulkner, presi- 
dent of the Woodmen Accident Company of 
Lincoln, Neb., in an address before the Health 
and Accident Underwriters Conference in Chi- 
cago last week. Also, these evils are due to 
greed and “so long as that greed, which prosti- 
tutes the idea of insurance, exists, the men at 
the head of agency organizations are going to 
be confronted with difficulties.” In order that 
evils in the business may be eliminated, there 
must be effective supervision of the agency 
forces and that supervision is most effective 
which supervises least, says Mr. Faulkner. 
This is so, he believes, because the true insur- 
ance salesman is a: self-starter once he is 
furnished with the right fuel, and that fuel 
is a clear vision of the possibilities and oppor- 
tunities of insurance ideas and ideals. 

The successful insurance sales manager must 
himself have a sincere and honest belief in the 
mission of insurance in order to be able to in- 
spire others to succeed, said the speaker, and 
must not be in the position of urging an un- 
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December 31, 1927 
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We Solicit and Write: 
Surety and Fidelity Bonds 
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Plate Glass 

Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 
Credit Insurance 
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willing force of half-believers to sell some- 
thing in which he himself lacks full confidence. 
Discussing the evils of the health and accident 
insurance business, Mr. Faulkner said: 

As an example of what I mean by the evils 
for which the business it itself responsible, 
what other impression than that of trickery can 
the public have of a company that will issue a 
policy, on the face of which appéar in large 
letters the words “non-cancellable”’ only to find 
that some place within the document in small 
type it is provided that the company may re- 
fuse to accept a renewal premium? In my 
estimation such a practice is dishonest and any 
company issuing such a policy casts a reflec- 
tion on the entire insurance business; and in 
my opinion an agent working for such a com- 
pany cannot have a great deal of respect for it. 

The idea that I have suggested relative to 
supervision of agents is so simple and free from 
glittering decorations that it will perhaps be 
discounted, if not entirely overruled. Never- 
theless it has been my pleasure to advance as a 
truth that which we have demonstrated in actual 
practice. 


Calls Revised Edition of New York Insur- 
ance Law “of Great Service” 

The new perpetual revision edition of The 
New York Insurance Law, in six volumes, 
has recently been issued and has met with in- 
stant approving response from company execu- 
tives, attorneys, trust officials and others who 
at any time need the information contained in 
the Empire State insurance statutes. As an 
instance of the general opinion regarding this 
edition, which is $30 per set and may be ob- 
tained from The Spectator Company, H. W. 
Nichols, 3rd, assistant general solicitor of the 
National Surety Company, has written: 


I have just received a set of your new per- 
petual revision edition of The New York Insur- 
ance Law in six volumes. 

I congratulate you upon this new publication. 
I anticipate that it will be of great service to 
those lawyers like myself who have occasion 
to use The New York Insurance Law fre- 
quently. I will look forward with interest to 
your supplements which, I assume, will come 
out some time after the end of the present ses- 
sion of the legislature. 


ORGANIZATION IN 
GOVERNMENT 


James S. Kemper Lauds Principle of 
Co-operation in Business 








CITES CHAMBER OF COMMERCE AS 
SHINING EXAMPLE 





National Support of Auto Traffic Regulation 
Codes Is Urged 

American commercial interests, united, can 
keep the government out of business and put 
more business in government, declared James 
S. Kemper, president of the (American) Lum- 
bermen’s Mutual Casualty Company, in an ad- 
dress on “Organization in Business” which he 
delivered before the mid-winter meeting of the 
Health and Accident Underwriters Conference 
in Chicago last week. One of the best examples 
of business co-operation for the general good 
is the United States Chamber of Commerce, said 
Mr. Kemper, who devoted the major portion 
of his remarks to the work of that body. 


Hailing the United States Chamber of Com- 
merce as an outstanding American institution, 
Mr. Kemper contended that its unique feature 
was the fact that its opinions represented the 
best thought of a sane majority. 


The Hoover Conference on Street and High- 
way Safety was pointed to by Mr. Kemper as 
a meeting that had a practical interest for cas- 
ualty insurance companies and that developed 
ideas which would conserve life and lower 
losses. On this point he said: 


Out of the Hoover Conference have come 
codes for traffic regulations in cities and towns. 
Your own Association and its individual mem- 
bers can I think well afford to actively support 
these codes when they are presented for con- 
sideration by legislative bodies. Uniformity is 
highly desirable. The Hoover codes meet this 
requirement effectively and their adoption would 
do much toward solving this very serious prob- 
lem. 
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INSURANCE STOCKS 
All Bids and Quotations Subject to Con- 


firmation 


The following quotations, as of March 20, 
1928, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SpecTaTor will endeavor to supply the data: 


Alliance Fire 
Morley, Wood & Co., Phila....... els 
American Alliance 
Arthur Atkins & Co., N. Y.......... 
Curtis & Sanger, N. Y. ar 
McKinley & + 4 eahes 
McClure, Jones & Co., ee 
American Equitable 
Henry G. Rolston & Co., N. Y...... 
American Phenix 
W. W. Townsend & Co. 
American Insurance Co. Ch Newark 
Arthur Atkins & Co., 
Miliken & Pell, 1 el N. ee 
Curtis & Sanger, N.Y 
McClure, Jones & Co., N. Y......... 
J. S. Rippel & Co., Newark......... 
fiollander Schiffman Co., Newark... 
American Reserve Insurance vs div. a 
Henry G. Rolston & Co., 
Hollander-Schiffman Co., a” 
American Surety 
Lewis & Co., Hartiord.. .........00000 
Bankers & Ship 
McKinley & Co., N. Y............. 
Arthur Atkins & ia _& eae 
Bankers Indemnity (Newark) 
Miliken & Pell, Newark, 4 1, Se inmee 
Henry G. Rolston & Co., 
jj S. Rippel & Co., Newark. 
ollander-Schiffman Co., Newark. . 
Brooklyn Fire 
Henry 2.3 Rolston & Co., N. Y...... 
Camden F 
Arthur Atkins 2 8 
McKinley & Co., N. Y 
Morley, Wood & 2 a 
Curtis & ger, 
ag Jones & Gon N. W........- 
enry G. Rolston & Co., N. ¥ 
Hollender-Schiffman Co., Newark. 
Carolina Insurance 
Arthur Atkins & Co., N. Y.......... 
McClure, Jones & Co., N.Y 
Henry G. Rolston & Co. ef. 
Commercial Cas. Ins. Co. 
Curtis & Sameer, N.Y. 05 oso. cccc0e 
Miliken & Pell, a ey = eae 
J. S. Rippel & Co., Newark 
Continental Ins. Co. 
Lewis & Co., Hartford... ........... 
City of New York Ins. Co. 
Arthur Atkins & Co., N. Y.......... 
McClure, Jones & Co., _ eae 
Constitution Ind. Ins. Co. 
Morley, Wood & Co., Phila.......... 
Eagle Fire, Newark 
Hollander-Schiffman Co., Newark. . 
J. S. Rippel & Co., Newark 
Federal Insurance 
en A Se Cee oe 
Fidelity & Deposit 
Curtis & Sanger, N. Y 
McClure, Jones & Co., N. Y......... 
Fidelity and Casualty 
Arthur Atkins & Co., N. Y.......... 
Curtis & Sanger, N. y 
Lewis & Co., Hartford............. 






ee 





Specializing 


NEWAR 


INSURANCE 
STOCKS 


9 Clinton Street 
NEWARK, N. J. 


N. Y. Phone 
Bowling Green 6489 


Bid 
77 


1050 
287 
290 
203 


198 
200 











K 


MILLIKEN & PELL 


Newark Phone 
Market 0873 


Offered 


80 


670 
665 


293 
300 


209 
205 
210 











Fidelity Phenix : 
Lewts & Co., Hartford......ccsscose 


Milwaukee Mechanics 

















213 215 Arthur Atkins & oy : 2. ee 50 53 
McClure, Jones oe SS. ae 200 205 DacKinly & Co. NY 5 oe ciscoweess 51 53 
Fire Association of Philadelphia Henry G. oom: & Co. Ss 2, Gees 51 52! 
Morley, Wood & Co., Phila. ........ 73 74 Missouri State Life ' 
McClure, Jones & Co., re 73 74 Arthur Atkins & Co., N. Y.......... 89 92 
Firemen’s Insurance Co. 2s event lex. Perez F. Huff & Co., N. Y........+- 89 92 
Arthur Atkins & Co., ” V.......... 53 55 National Liberty x 
Miliken & Pell, Newark, x iJ Lp 54 55 Henry G. Roiston & Co., N.Y...... 205 210 
McClure, Jones & Co., N. Y......... 52 54 National Surety 
Henry G. Rolston & eon N. ee 5446-554 McKinley & Co., N.Y... ...--++00- 330335 
J. S. Rippel & Co., Newark Pee % 55 Lewis & Co., Teteioed. EEE A ae 330 335 
Holiander-Schiffman Co., Newark. . 554% ~#=National Union 
Franklin Fire Curtis & Sanger, N. YV......cccccess 360 370 
Curtis & Sanger, N. Y.......sccee0- 340 355 McClure, Jones & Co., N. Y.......- 360 370 
Arthur Atkins & Co., WN. ee ee 345 355 New Amsterdam 
McClure, Jones & Co., oS eae 340 350 Curtis & Sanger, N. | RSE er 73 74 
Glens Falls. oe ae racy : pe << ccenesees + 73 75 
MECH Ge COMME IN. Toss edccsccedes 57 59 Ww Srunswse ns. - ‘ 
Arthur Atkins & Co., N. Y.......... 56 59 Henry G. Rolston & Co.,N.¥.C.... 66 68 
Lewis & Co., Hartford.............- 56 60 New Jersey Fire 
Globe & Rutgers J. S. Rippel & Co., Newark.......... 62 65 
Curtis & Sanger, N. Y.............. 2760 2820 Curtis & Sanger, N.Y........++.4+- 63 66 
McClure, Jones & Co., N. Y........ 2750 2850 McClure, Jones & Co., N.Y......... 63 87 
Lewis & Co., Hartford. hak is i-46, srt bite o 2775 2875 Henry G. Rolston & Co., N.Y...... 63 66 
Great American Ins, Co. (new stock) Hollander-Scheffman, Newark....... 62 65, 
Lewis & Co., Hartford............ a 54 6 New York Casualty Co. 
Henry G. Rolston & Co.,N. Y...... 54% 55% McClure, Jones & Co., N. Y........- 122 127 
McClure, Jones & Co., N. | SER GREES 54 5 McKinley & Ca., SE en 122 128 
Curtis & Sanger, N. V.............. 5414 551% Niagara Fire (ex rights) 2 
Guardian Fire Ass. Corp. aw stock) Arthur Atkins &Co., ke. ae ree eae 135 145 
Henry G. Rolston & Ca. ee 107 111 McClure, Jones & Co. ag Re 135 145 
a Henry G. Rolston & GRE N eieiee es 137 142 
Hanover Fire (new stock) Northern Ins. Co. (ex ri his) 
McCiure, Jones & Co, N.Y.....+-.. 77 79 Nl 
Arthur Atkins & Co., N. Y.C....... 450 
Arthur Atkins & Co., N. V.......... 79 82 North River Ins. Co. 
Henry G. Rolston & Co., N.Y...... 78 80 Arthur Atkins & Co., N. Y 275 290 
nee Sanger, N. Y............-- 79 81 Curtis & Sanger, N.V.............. 280 295 
ax Fire 9R5 
Motley, Wood & Co., Phila......... 62 64 neabneee Co.,N.¥...... 2850, 
armonia Ins B2 
Arthur Atkins ne 74 80 ee SF seins sa $ 
ome 
McKinley & CoN. ¥ MY sw geeeeeves. 607 612 wa & Co., N. Y..... 150 
cClure, Jones ee, eee 610 20 i g ‘ 
Lewis & Co., Hartford.............. 605 615 ee es eee - ” 
Henry G. Rolston & Co., N.Y... .., 600 612 Lewis & Co,, Hartioed. «03 60/<s/000 194 197 
Hudson Cas. Ins. Co. Security Ins. of New Haven (ex rights) 
McKinley & Co.,N Y.C........... 10 12 McClure, Jones & o,) a ad eater aa 115 120 
Importers and Exporters Arthur Atkins & Co.,N.¥.......... 118 122 
Arthur Atkins & Co., N. ¥.......... 160 105 Security of New Haven (iets) 
Curtis & Sanger, N. V.............. 98 104 Arthur Atkins & Co., N. Y.......... 13 16 
McClure, Jones & Co., N. ¥......... 101 105 McClure, Jones & Co., N. Y.. 14 17 
Independence Indemnity St. Paul F. & M. —" <s 
Perez F, Huff & Co.,N. Y.......... 360 370 McKinley & Co., N. Y......20-.+ 220 225 
Morley,Wood & Co., Phila.......... 355 370 McClure, Jones & oe js, ES Gamera 220 225 
Independence Indemnity (new stock) Stuyvesant 
Morley-Wood & Co., Phila.......... 35 37 Arthur Atkins & Co., MW. V2. 6530 0506 285 295 
Independence Fire os Ea McClure, Jones & Co., N. Y......... 285 290 
Perez F. Huff & ,Inc., N. ¥.C... 27 27% ~~ Sun Life 
Morley,Wood & Co., Phila.......... 27 2714 Lewis & Co., Hartford.............. 2000 2020 
Insurance Securities of New Orleans Tinepertion: | Insurance 
Perez F. Huff & Co., N. Y.......... 27 27% Perez F. Huff & Co., mh. i Mamasids 51 55 
Insurance Co. of North America a McClure, Jones & Co., Becta sree’ 49 52 
Morley,Wood & Co., Phila.......... 90 91 U.S. & F.G 
McClure, Jones & Co., N. Y......... 90 92 Curtis & , Sel wales d vik dieser ace. 352 356 
Lewis & Co.. Hartford.............. 90 92 McClure, Joges & Co., N. Y........ 350 360 
Kansas City Life United States Casualty 
Curtis & Sanger, N. Y.............. 1200 1400 Arthur Atkins & Co.,.N. Y.......... 390 394 
Lincoln Fire U. S. Fire Ins. Co. 
_Hollander-Schiffman Co., Newark.... 110 115 Arthur Atkins & Co., N. Y 360 370 
Lincoln Life Ins. Co. Curtis & Sanger, N. Y..... 360 370 
Perez F, Huff & Co., Inc., N. Y...... 120 130 McClure, Jones & Co., N. eee) “Lae 368 
Mesyee’ Casualty Lewis & Co., Hartford.............. 355 365 
Lewis & Co., Hartford.............. 187 193 Universal Ins. Co. 
Curtis & Sanger, N. Y....-.------.. 185 190 Arthur Atkins & Co.,N.Y.......... 85 88 
McClure, Jones & Co., N. ¥......... 188 193 McClure, Jones & Co., N.¥......... 84 87 
Merchants Fire Ins. Co. United States Merchants & Shippers 
Arthur Atkins & Co., N. Y.......... 320 330 Curtis & Sanger, N. .o Aer ORC 492 505 
Metropolitan Casualty Arthur Atkins & Co., N. Y.......... 495 510 
Lewis & Co., Hartford.............. 81 84 Henry G. Rolston & Ce, N. Y.C 490 500 
McClure, Jones & Co., N. V......... 83 85 Victory Insurance 
Hollander-Schiffman Co., Newark... . 80 82 Morley Wood & Co., Phila.......... 28 30 
| 
| 
Insurance J. S. RIPPEL & C0 
| e e e 
S o,¢ 
ecurities | 18 Clinton St. Newark, N. J. 
| 
Lo., imc. | Phone, Mulberry 3250 
Union Indemnity Group y | 
| Dealers in | 
To yield over 5% 
at present market New J ersey 
Special Report on Request Insurance Co. 
Stocks 
Perez F. Huff Co., Inc. 
Insurance & Bank Stocks 
75 Maiden Lane, New York Established 
Telephone Beekman 6480 stablished 1891 
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Virginia F. & M 
Arthur Atkins & Co., New York..... 140 145 
Curtis & Sanger, N ere 145 150 
Westchester Fire 
ee ee ee 84 86 
Curtis & Sanger, N. Y............. 8214 8316 
Arthur Atkins & Co., N. Y.......... 81 83 
Henry Rolston & Co., Mie Wileczieomse 83 85 
HARTFORD STOCKS 
Aetna Casualt a and Suty (ex rights) 
Conning & pT 900 910 
Lewis & Co., SIattCOHS « «ois cccccc 900 910 
Aetna Casualty and Sur ae (rights) 
Conning & , ere 400 410 
Aetna Insurance (Fire) 
Conning & Co., Hartford............ 840 850 
Custis Ge SOM, Tee Wicccccccccecee 840 850 
Lewie & Co., Hlartlord........cccces 840 850 
Henry G. Rolston & Co., N. Y 840 850 
Aetna Life Ins. Co. 
Conning & , Se 865 875 
Lewis & Co., Hartford.............. 860 870 
Automobile cn 
Conning & Co., Hartford............ 410 420 
Lewis & Co., Hartford.............. 410 420 
Conn, General Life 
Conning & Co., Hartford............ 1780 1810 
Lewis & Co., Hartford............0. 1790 1810 
Hartford Fire 
Conning & Co., Hartford............ 830 840 
Lewis & Co., atthe... cs 830 840 
Hartford Steam Boiler 
Conning & Co., Hartford............ 725 
Lewis & Co., Hartford............0. 725 
National Fire 
Conning & Co., Hartford............ 1090 1110 
Lewis & Co., Hartford.............. 1090 1110 
— ee 
mning & Co., Hartford............ 840 850 
Lewis & Co., Hartford.............. 840 850 
Henry G. Rolston & Co., N. V...... 840 850 
PT Sl ere 840 850 
— Th 
ning SO Se re 1725 1740 
Lewis & Co., Hartford.............. 1720 1740 
Curtis & Sanger, ae are 1725 1740 
NEW ENGLAND STOCKS 
American Investment Securities Co. 
Chas. A. Day & Co., Inc., Boston.... 16 19 
Boston Casualty 
Chas. A. Day & Co., Inc., Boston. ... 15 25 
ss Insurance 
as. A. Day & Co., Inc., Boston.... . 1100 : 
Lewis & Co., Hartfi __* piesa aeapai 125 
Capitol Fire Ins. Co. la _— 
has. A. Day & Co., Inc., Boston: 
con SEE ee Pare 95 
eee ites 3a Faas LASS Cee 65 285 
Columbian 2 National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 340 350 
Mass, Bond & Ins. Co: (new) 
Chas. A. Day & Co., Inc., Boston.... 500 525 
Mass, Title Ins., Pfd. 
Chas. A. Day’ & Co., Inc., Boston. ... 25 35 
New England Fire 
Chas. A. Day & Co., Inc., Boston... . 55 58 
New Hampshire Fire 
Chas. A. Day & Co., Inc., Boston..., 525 545 
Old Colony Insurance 
Chas. A. Day & Co., Inc., Boston.... 275 
Providence-Washin on 
Chas, A. Day a ime Boston.... 800 850 
McClure, Tones A, re 800 850 
Springfield Fire and Marine (new) 
Chas. A. Day & Co., Inc., Boston ... 215 225 
United Life and Accident Ins. Co, 
Chas, A. Day & Co., Inc., Boston.... 33 38 


To Analyze Federal Taxation of Life 
Companies 

_Wasuincton, D. C.—March 19.—An analy- 
sis of Federal taxation as applied to insurance 
companies will be made the subject of a report 
soon to be submitted to Congress by the joint 
committee on internal revenue taxation, it has 
been announced by Senator Smoot of Utah. 

The basis of the report has been completed 
by the auditor for the committee and is now un- 
dergoing revision. It will deal with the in- 
come tax of insurance companies, in the pro- 
Visions of which, it is pointed out, there has 
been little or no change since 1921. 

_ On the whole,” it is stated by Senator 
‘moot, “the provisions are found to be satis- 
factory, but the question of exempting insur- 
ance companies from tax on capital gains and 
denying them credit for capital losses will be 
raised, as the reason for treating insurance 


Companies differently from all other companies ° 


in this respect is not apparent.” 


Albany Legislation 


ALBANY, March 21.—As was intimated in this 
correspondence late in February, after the Leg- 
islature had hit its stride, comparatively few 
of the scores of insurance bills and workmen’s 
compensation amendments offered in Senate 
and House are likely to be passed and sent to 
the Governor. With final adjournment fixed 
for Thursday, March, 22, the past week has 
witnessed rapid progress with measures relating 
to these two subjects which have gotten out of 
committee : 

These bills have passed the Senate: 

Senator Byrne’s, to authorize the Court of 
Claims to hear and determine the alleged claim 
of the Attna Life Insurance Company against 
the State. 

Senator Wales’, amending subdivision 9, sec- 
tion III, in relation to contingent mutual lia- 
bility of members of mutual fire insurance cor- 
porations. 

Senator Wales’, amending subdivision D, 
section 149, to permit foreign mutual fire in- 
surance corporations, fulfilling certain condi- 
tions, to do business in New York State. 

Senator Truman’s, amending section 90, 
workmen’s compensation law, in relation to the 
purposes of the State Insurance Fund. 

Senator Truman’s, amending section 126, 
workmen’s compensation law, by providing that 
an itemized statement of the expenses of ad- 
ministering the workmen’s compensation law 
shall be open to public inspection in the office 
of the State Commissioner for thirty days, 
after notice to the carrier and employers, be- 
fore the Commissioner makes an assessment 
upon them. 

Senator Truman’s, amending subdivision 2, 
section 3; subdivisior: 3, section 14; subdivision 
3, section 15, and sections 20, 22, 23, 28, 40 and 
45; subdivision 4, sections 54 and 110, work- 
men’s compensation law, in relation to occupa- 
tional diseases, to amputation of arm and leg, 
to hearings of claims, awards, 
appeals, time limit, notice to employers, etc. 

Senator Truman’s, amending section 25, 
workmen’s compensation law, in relation to com- 
muting compensation by providing that com- 
mutation shall not be made in any case in ex- 
cess of $500 until after full investigation and 
report of all the facts, and use to be made of 


modification of 


the money. 

Senator Truman’s, adding subdivision 
3-b, section 50, workmen’s compensation law, by 
providing that persons or corporations, other 
than an attorney, engaged in representing self- 
insurers, on compensation claims, must be citi- 
and the corporation organized in this 
must be licensed by 


new 


zens, 
State, and also that they 
the Commissioner. 

Senator Truman’s, amending group 18, sec- 
tion 3, workmen’s compensation law, relative to 
hazardous employments by including all em- 
ployments, “notwithstanding definition of em- 
ployment in subdivision 5, section 17.” 

Senator Fearon’s, adding new section 19-b, 


workmen’s compensation law, making it a mis- 
demeanor for a physician or surgeon, employed 
by a State department, to solicit or treat any 
claimant or to operate any clinic, or recommend 
that claimant be treated by any physician. 


29 


Bills passed by the House are: 

Assemblyman Gedney’s, amending section 45, 
insurance law, by empowering the Insurance 
Superintendent to require a foreign insurance 
corporation to furnish with with additional in- 
formation as to the condition of its affairs, 
either as to all or part of its business. 

Assemblyman McKay’s, amending section 133, 
insurance law, in relation to payment of tax 
by agents of foreign fire insurance corporations 
to treasurers of fire districts, established under 
county or town laws. 

Assemblyman Stone’s, adding new 
299-d and 311, highway law, providing for sus- 
pension of licenses to operate motor vehicles 
and motorcycles until payment of final judg- 
ment for damages for injury to, or death of a 
person, or injury to property. 

Senator Wales’, amending section 231, insur- 
ance law, in relation to payment by fraternal 
benefit societies, of death or endowment bene- 
fits on lives of children under eighteen years 
of age, and to the power of such societies to 
provide means for enforcing payment of con- 
tributions, and to designation of and changing 
beneficiaries. 

Assemblyman Cooke’s, amending section 90, 
workmen’s compensation law, relative to the 
purposes of the State Insurance Fund. 

Reorganization committee’s, amending 
erally the workmen’s compensation law to con- 
form to the State Department’s law. 4 

Assemblyman Cooke’s, amending group 18, 
section 3, workmen’s compensation law, relative 
to hazardous employments, by including all 
other employments, “notwithstanding definition 
of employment in subdivision 5, section 1.” 

The prospects of the passage by the Legisla- 
ture, in its closing hours this week, of the 
Wales insurance brokers’ license bill, are re- 
garded as favorable. The only eleventh-hour 
change in its text was made in the amount of 
the appropriation, which was reduced from 
$50,000 to $25,000. This money is required to 
pay for the extra personal services and ex- 
penses of the Department, due to the operation 
of the act. If it becomes a law, it goes into 
effect July 1 next. 


sections 


gen- 


(By error the correspondence last week was 
made to show that five bills killed by the House 
insurance committee had instead been reported 
favorably.—Epitor’s Note.) 





Says Agents Should Buy Insurance Stocks. 
March 16.—At the Mid- 
Association 
Ferrari of 
that local 


MeEmpPHIS, TENN., 
Year Conference of the National 
of Insurance Agents, Joseph V. 
Fort Smith, Ark., recommended 
agents buy insurance stocks. 

Mr. Ferrari said that “where a man’s pocket- 
book is—so is his heart,” and every agent own- 
ing stock in a company he represents will work 
all the hearder to see that company prosper. 

At the present time with most stocks offered 
on a basis of from $5 to $25 a share par value, 
the insurance stocks are within the reach of 
every agent. 

“Insurance stocks are the best tonic for the 
‘hook-worm’ type of agent,” said Mr. Ferrari. 
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Brown Hotel Bldg. 


Inter-State Business Men’s 
Accident Association 





















Open Territory in 34 
States 


Up-to-Date Policy 
Forms 






Liberal Commissions 


Carry an Accident Line 
with the oldest Accident 
and Health Company of 
its kind in America. 








:-: Des Moines, Iowa 


Gentlemen: 


Please send me details 
of your proposition to 


agents. 
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The Agent 


in our Organization 


OUR SUCCESS depends nearly as much 
upon the sales methods formulated by 
the Home Office as upon your individual ef- 


forts. 


By cooperation with our agents, we have 
been able to build an organization unique in 
the insurance field. Ask any United States 
Fidelity and Guaranty Agency. 


UNITED STATES FIDELITY 
AND GUARANTY > 
COMPANY 


Home Office: BALTIMORE, MARYLAND 





$175,000,000 Paid in Claims in 31 Years 














“C’mon, Joe, let’s take a few days off. 
racation time anyway.” 
“Not a chance, Walt. 
today. 


toin for the Reliance Life.” 





That means three good prospects for more life insurance. 
cations cost me twice what they do you since I’m selling Perfect Protec- 










You can’t sell insurance in 


Im settling one accident and two health claims 
Va- 


Field Annuals 


Insurance Directories 


for 


*Greater New York 
~New York State 


panies represented, etc. 


only in “Field Annuals.” 


Incorporated 


>. 0, BOX 617 








Tennessee 
North Carolina 


New Jersey South Carolina 
' Kentucky Virginia 
Texas 
*City and Suburban. 
} tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 


Many new features are incluaed that will be found 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


LOUISVILLE, KY. 
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Automobile Fatalities Among Industrial Policy- 
holders of Metropolitan Life 


measured by the death rate from disease, 
1927 was the best year ever for the popu- 
lations of both the United States and Canada. 
In point of safety, on the other hand, 1927 fell 
far short of being the banner year. In fact, 


eee the standpoint of public health, as 


the accident death rate in 1927, as gauged by 


the experience of the more than 18,000,000 
people who are insured in the Metropolitan 
Life Insurance Company’s industrial depart- 
ment, was identical with the figure registered 
eight years before (in 1919). The 1927 accident 
death rate has been exceeded only once during 
the past eight years. It would seem, then, that 
by and large we have made no progress in safety 
during this recent period, during which time the 
death rate from natural causes has declined very 
appreciably. 

The death rate for all accidents combined, 
among Metropolitan industrial policyholders, in 
1927, was 63.8 per 100,000 living, a figure 2.4 
per cent higher than the rate in 1926 and 17.6 
per cent lower than the 1911 death rate. These 
figures, however, are composites for all types 
of fatal accidents. Some progress, neverthe- 
less, has been made in the reduction of every 
tape of fatal accident save automobile fatalities. 
Accidental burns, showed, for 1927, the lowest 
figure, for this form of injury, ever recorded 
among American and Canadian wage-earners— 
5.3 deaths per 100,000 policyholders. The ac- 
companying table shows that there has been 
marked improvement during the past two 
decades in the death rates for machinery acci- 
dents, steam railroad accidents, accidental 
drownings and falls. Since 1911, machinery ac- 
cidents have declined 27.8 per cent; steam 
railroad accidents 56.9 per cent; accidental 
drownings 33.3 per cent; and for falls, the de- 
cline in the death rate was 36.4 per cent. 

With this: substantial improvement in mor- 
tality from accidents which were of major im- 
portance a decade ago, why does not the total 
accident death rate show a considerable decline ? 
The answer is that deaths in automobile acci- 
dents have increased so greatly since 1911 as 
to mask the improvement which has taken place 
for all other types of accidents combined. In 
1911 there occurred from this cause only 2.3 
deaths per 100,000 lives in the Metropolitan’s 
Industrial Department. By 1914, this figure had 
more than doubled; by 1916 it had more than 
tripled; within ten years (1921) it had increased 
nearly six-fold and within a period of seven- 
teen years (1927) it had gone up more than 
eight-fold. The rise, furthermore, was continu- 
ous. In 1911, 3.0 per cent of our fatal accidents 


were due to the automobile; in 1927, the figure 
was 29.2 per cent! 

Along certain lines, then, rationally conceived 
measures for accident control have operated with 
pronounced success. The safety movement has 
made its impress on accidents in industry and 
in the home. It has not succeeded, so far, in 
controlling accidents on the streets and high- 
ways. 

The problem of controlling the dangers to 
life arising from motor vehicle traffic is largely 
a problem of safeguarding the lives of children. 
From 35 to 40 per cent of the automobile fatali- 
ties affect children under 15 years of age, and 
the deaths are concentrated particularly in the 
age group between 5 and 10 years. Here, deaths 
of children are running into the thousands each 
year. These fatalities are due, almost altogether, 
to the care striking or running over the children 
while at play on the streets or while crossing 
the streets. Here the problem differs from that 
relating to adults, many of whom are killed 
while riding in automobiles. If, therefore, we 
are to protect child life we must center our 
efforts on one particular type of automobile acci- 
dent. The Metropolitan, in a study on this 
subject in 1924 and 1925, found that 2883 in- 
dustrial policyholders were killed in those two 
years while using the streets as pedestrians, and 
that 1600, or 55 per cent of these were children, 
that is, out of every twenty lives lost incidental 
to the pedestrian use of streets, eleven were 
lives of children. This study also developed 
that out of every twenty children who died in 
this way, eleven were between 5 and 10 years 
of age, definitely establishing that age as the 
most dangerous one with respect to automobile 
fatalities. 

In commenting upon this subject early in 
1927, in its Statistical Bulletin, the Metropolitan 
called attention to the important part the child 
welfare agencies could play if they were to in- 
terest themselves in this situation. It would 
be entirely within their province to get behind 
a movement for child safety, because “child 
welfare” relates to safety as well as to health. 
In 1927, almost as many lives of wage-earners’ 
children were lost in automobile accidents as 
from measles, scarlet fever and whooping cough 
combined. The child welfare organizations 
might well work for the establishment of more 
playgrounds, might use their influence toward 
placing in every public and parochial school a 
class in safety education, and might interest 


themselves in making the streets safer by 


furthering programs for stricter traffic regula- 
tion. 


The Metropolitan Life Insurance Company 
has estimated that approximately 25,000 persons 
lost their lives in the United States in 1927 
through the use of the automobile, of whom 
nearly 10,000 were children under 15. It is 
probable that non-fatal injuries were in excess 
of 1,000,000. 

The local organizations of the national asso- 
ciations and societies representing the insurance 
agents of the country could also perform valu- 
able service in stimulating the study and pre- 
vention of accidents on the streets of our cities. 
An important part of the program of effective 
service for the insured, advocated by the na- 
tional organizations of insurance men, is the 
encouragement of public and private activity 
for risk prevention. What more productive 
work could these organized groups of insurance 
workers perform in the public interest than to 
stimulate local welfare and commercial bodies 
to study community safety problems? Are there 
safety councils, safety committees of chambers 
of commerce, or divisions of police departments 
definitely committed to the prevention of acci- 
dents in these cities? The insurance man who 
is convinced of the importance of accident pre- 
vention can do much to crystallize sentiment. 

Automobile fatalities are responsible for a 
heavy volume of death claim disbursements by 
life insurance companies. In 1927 the Metro- 
politan alone disbursed $2,581,330 on account of 
deaths from this cause. This was more than 
one-fourth of the sum paid out for all acci- 
dental deaths and more than two and one-half 
per cent of that paid out on account of all 
causes of death. How this item has grown is 
shown by the fact that in 1920 the sum dis- 
bursed for automobile fatalities was $580,000, 
or less than one-fourth the amount of such 
claims in 1927. 

The automobile accident record of the open- 
ing months of 1928 is bad. Following the 1927 
record, with its 25,000 automobile accident 
deaths in the United States, the highest figure 
ever recorded for any year, there were regis- 
tered in January and February, 1928, the un- 
precedented death rates for those months of 
16.1 and 15.8 per 100,000, respectively. These 
figures have never been even approached in any 
previous January or February. Up to March 
3, 1928, the automobile death rate was 15.2 per 
100,000 among Metropolitan policyholders, as 
compared with 13.6 in the same period of 1927! 
We must face the fact that conditions in the 
public safety field are going from bad to worse. 
This is the situation and there is no comfort 
in it. What is going to be done about it? 
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The Value of Impressions 


By Witiram C. Morton 


Registrar, Life and Casualty Insurance Company of Tennessee, Nashville 


is that of good first impressions. Of all 

the impressions that may be made, there 
are absolutely none that are worth more than 
those we first make. Our success in putting 
over almost any proposition depends upon mak- 
ing and retaining a good first impression. The 
man who does not make a good impression to 
begin with, will have a very hard time mak- 
ing a “lasting” impression. I recall only one 
instance in my lifetime where a bad first im- 
pression later proved to be a deceit in my own 
judgment and that was the case of a well-known 
librarian whom I know. The first time I ever 
saw him, I thought he actually looked like a 
“dunce,’ and certainly, I thought to myself, 
“what does that man know about books?” But 
to my surprise I found that there was very lit- 
tle that he did not know about books. The 
man I am speaking of is the Chief Librarian 
in one of the largest Carnegie Libraries in one 
of the leading cities of the Southwest, and his 
first impression with me proved to be different 
to what my later impressions have been. I have 
found that he is in deed one of the very best 
scholars and that there is scarcely a book that 
has ever been published but what he can tell 
you the publisher and the author together with 
any other information that you might wish to 
know. When I was in college, I heard one of 
my professors say that he made the worst im- 
pressions to begin with of any man he ever 
saw but that the more you knew him, the more 
you would be able to appreciate his real worth. 
But it must be remembered that his is an excep- 
tion to the general rule. His case does lead me 
to reach this conclusion: It is better to be able 
to make a good first impression but where this 
is impossible, we should be able to make later 
impressions that increase with the years. In 
other words, the only thing that will offset a 
bad impression is that of ability. Where debit 
men are unable to make good first impressions, 
they should bear in mind that the thing neces- 
sary for them to do is to make their ability out- 
weigh their deficiency in this regard. 


I BELIEVE that the basis of nearly all sales 


A Goon IMPRESSION 

In the selling of life insurance, and indus- 
trial insurance is certainly no exception to the 
rule, it must be borne in mind at the start that 
with a good first impression, all the rest will be 
comparatively easy and, to say the least of it, 
the agent has a fighting chance. If the librarian 
to whom I referred, had been trying to sell some- 
thing, he might not have gotten a hearing be- 
cause of the first impression. The agent who 
makes a good impression has already won half 
the battle, and the one who makes the wrong 
impression has more than half way lost it. 
There can be no doubt about that. It is abso- 
lutely true. 


One of the very hardest things that I know 
to outgrow is that of a bad impression. 


When 


we have failed to impress a prospect with our 
sincerity or our real worth, it will take real 
courage to be able to offset the harm we have 
already done. The preacher of the gospel who 
impresses his audience with his artificialty will 
have a might hard time overcoming the preju- 
dice which he has perhaps unconsciously cre- 
ated. Agents on the debit should by all means 
guard against things of this kind. Make the 
very best impression you can with everybody. 
There are lots of people in the world who are 
deficient so far as real ability is concerned but 
they have some sort of “knack” of impressing 
their superiors with their knowledge and often 
make headway where others fail. This should 
therefore teach others as well as ourselves with 
the real importance and value of making the 
right impression. 

One thing that debit men should guard 
against is that of getting interviews and trying 
to make sales under false pretenses. For in- 
stance, I have never been very enthusiastic 
about these so-called “opening wedges” unless 
they are the very essence of sincerity. A sale 
that is made on false pretenses will be likely 
to be shortlived. And it must be borne in mind 
that a sale is not technically a sale unless it 
creates permanent satisfaction. What I am 
driving at is this: Any scheme for securing 
an interview that is based upon false pretense 
will create disgust and disgust will create an 
abhorrence for the thing which you wish to 
offer for sale. I had rather hear an agent go 
to the door and without apology state the nature 
of his business, the purpose of his call, and his 
desire to render a real worth while service as 
to get in the house under some kind of “stall” 
that will in fact prove to be a boomerang to his 
own hurt. Honesty of purpose, sincerity of 
service, simplicity of presentation, radiation of 
optimism, reflection of proper knowledge, 
coupled with an insatiable desire to serve are the 
things that count and nothing else does. 


Don’t PRETEND 

A false pretense is really a confession of be- 
ing ashamed of the real nature of your work 
and if there is any occupation in the world in 
which people should take pride it is that of 
serving the people who constitute the industrial 
debits of the world. No man who calls at the 
home of a wage-earner has any apology to 
make. The man on the debit is doing something 
of which he has a right to be proud, provided 
he is following the ethics that govern the busi- 
ness. The debit man, wishing to make a good 
first as well as lasting impression can not ex- 
pect to do so unless he observes the following 
simple rules which can easily be acquired by 
any ambitious man. For instance, take these: 

First—He must be the very embodiment of 
optimism and energy and enthusiasm. He must 
radiate cheerfulness and must let his very 
countenance be an indication that he believes he 
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is engaged in the greatest business in the world 
And he can never do that unless he has first 
created a good impression of himself. Ang 
when I make that statement, I would not for 
one moment wish to be known as advocating 
that he should think so “well of himself” that 
he can not recognize the ability if others because 
of the reflection of his own opinion of himself. 
But it is certainly an axiomatic fact that no 
man will ever be able to create an impression 
in the minds of others unless he deserves it. 
And he can not deserve it unless he has ample 
confidence in himself. He must of course, not 
be a man who thinks he “knows it all” and at 
the same time he must not dwell upon his own 
lack of knowledge. <A well balanced life js 
what the world needs. The debit needs people 
who do not think “they know it all”—and yet 
who are anxious and willing to be taught. “To 
be capable of being taught” is one of the best 
qualifications that any man can possess. The 
man who is himself unwilling to be instructed 
will make a bad first impression because he 
violates the first principle of success. 


Wuat COoNSTITUTES SUCCESS 

Selling industrial policies consists of a num- 
ber of representations on the part of the agent, 
and their acceptance or rejection on the part 
of the prospect. And I really believe that is 
one of the very best definitions of salesmanship 
—making certain true representations to the 
prospect—plus the creation of confidence on the 
part of the buyer, and then making its neces- 
sity appear at once evident to him. The word 
“smooth” has often been applied to the man 
who was able to easily acquire an audience with 
a prospect while the words “without friction” 
and “without showing the rough side” should 
always modify it, and never “by misrepresenta- 
tion.” If a debit man can not make good any 
representations which he makes, he will never 
be able to reach the dotted line. Lose a sale 
rather than the confidence of the person you 
are canvassing. You will do better in the long 
run. It is decidedly better to make a good im- 
pression and lose a sale than to make a bad im- 
pression and then lose it. The man who makes 
a good impression has a chance of making a 
sale at a later date if he is unsuccessful the first 
time. 

A good first impression usually depends upon 
two simple rules: Appearance and manner. 
The agent who is slouchily dressed, who makes 
the appearance of being “slothful in business.” 
who leaves the impression of being insincere, 
who is awkward, gawky, unshaven, uncouth in 
manners and deportment, whose trousers “bag” 
at the knees, whose hair is all “ruffled up,” and 
whose very appearance indicates “hard times’ 
will hear the reflection of his appearance at once 
from his prospect. Be the gentleman to the 
limit under any and all circumstances. Then 
in the few cases of vulgarity that you may 
occasionally meet with, there will be no loss of 
self-respect on your part. 

Some debit men have gotten the wrong im- 
pression of what constitutes success in debit 
salesmanship—many of them think it depends 
upon a great flood of talking and description 
on their part without giving the prospect 4 
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chance to say anything. The result is that 
when they attempt to make a sale, the prospect 
has no chance whatever to say anything. Now, 
how can any man be able to “size up” a pros- 
pect when this course is pursued? You must 
let the prospect talk some or you will not know 
exactly what course is best to pursue. A pro- 
cedure of this kind is doubtless due to nervous- 
ness, Or excessive eagerness. or anxiety. Take 
your time at the start, say something that will 
call for an affirmative answer by the prospect. 
The answer he gives you and the surroundings 
about you will give you the “key” to what you 
must do to strengthen the impression you have 
already made. Remember you are going to dis- 
play your goods, and you wish them to be at- 
tractive. The “display” you make of yourself 
will largely determine the ultimate success that 
you will achieve. Make a good first impression 
and all else will be comparatively easy. It will. 


Goop SUGGESTIONS 

I believe the following suggestions will assist 
debit men in making the right impressions and 
therefore submit them for what they are worth. 
Give them a trial. Here they are: 

First—Do not walk lazily and sluggishly; 
maintain a brisque, business-like walk and look 
A lazy man has no place in the present age of 
the world. Be full of life.. Travel like you 
had a destination to reach and your time were 
limited. Set the time for your own appoint- 
ments. Let your time be valuable as well as 
the other man’s. And remember that your time 
is your capital. Do not squander it. 


Second.—Do not say you were “sent” by 
some one else. Say kindly when it is true that 
“Mrs. Blank suggested that I call to see you” 
or “you were named to me, by Mrs. Blank as 
one of the next people on whom I should call.” 
This procedure, which should only be used when 
it is an actual fact, and all other things being 
equal, will at once create a good impression be- 
cause it causes the prospect to reason that if 
Mrs. Blank was so well pleased with his propo- 
sition, certainly she should at least listen to 
what he has to say. Many, many sales have 
been made as a result of the impressions made 
by following this method. 


Be CHEERFUL 

Third.—A cheerful smile opens many a wel- 
come door. No one appreciates a grouch or 
wishes to do business with them.. A real, pleas- 
ant smile from the heart is the best tonic in 
the world for those who are prone to say: “I 
am not interested.” Smile your way to the 
hearts of the people. People never forget a 
pleasant smile, and when it is genuinely sincere, 
there is nothing” better for making good impres- 
sions. Greet the children and say words of 
comfort to those who are aged and infirm. 
Kindness never loses. 


Be Sure 
Fourth—Remember fear inspires fear; doubt 
Provokes doubt. Be sure of your ground and 
do not be ashamed or afraid of putting your 
Proposition to the severest test. Do not fail 
to be in full command of the situation. Being 


WE SHOULD LIVE SO LONG 
Another Fairy Story by Ed. White, With 
Apologies to Jack Cluett 

Once upon a time there was a general agent 
who had fifty agents with him in his office and 
they were all doing a good business and he 
never had any reason to find any fault with 
them they came in each morning at nine o’clock 
and went out at nine-thirty and did not come 
back for lunch at noon in fact they stayed out 
all day using their own nickels to telephone 
instead of coming eight blocks back to the office 
to use the phone they thought about their letters 
in the morning instead of coming in at four- 
thirty to dictate in fact they did not come back 
to the office until five or six o’clock and they 
always brought back some business and never 
said how hot it was or how cold it is or they 
almost got a ten or fifty but the man said no 
in fact they never made any trouble and if 
the home office rated or declined a case they 
never said what kind of a company is this: or 
the medical department must be: run by a 
bunch of eight minute eggs in fact they thought 
the business agency general agent and company 
were the best in the world and the general 
agent was a regular fellow too he never said 
a cross word or used such expressions as I 
don’t mean maybe or and how he never cussed 
and said we are not doing enough business and 
I expect every man to break a leg for the grand 
old company he was in accord with what the 
agents did and what the company did and the 
agents and general agent grew to be old and 
venerable men and collected their ordinary life 
policies as endowments because they had out- 
lived the mortality table on account of not hav- 
ing any worries and finally they retired and lived 
on their renewals in a fine house they all built 
and the company officials used to come to an 
annual dinner they gave and the president played 
hearts and flowers on a slide trombone and the 
vice-president and head secretary sang will you 
love me in December as you did in May that 
being when the board of directors held their 
semi-annual meetings and the general agent and 
agents lived happily ever after no junior there 
were no women agents to shorten their lives 
and now mildred may and jack let uncle The- 
odore see just how fast you can get undressed 
and remember no crackers in bed because the 
crumbs keep you awake and uncle Theo will 
tell you another wopper to-morrow night.— 
Conmutopics. 











your business. Do not disappoint. Make your 
presence felt. Your time is valuable and your 
errand urgent as well as extremely important. It 
is your duty to know just what course to pursue 
before you call. 

Fifth—Do not be apologetic. Why should 
you? Feel the importance and dignity of your 
work. You have nothing to apologize for. Not 
a thing. Then why should you? Feel the im- 
portance of it and you may expect others to do 
likewise. On the other hand, do not permit 
yourself to be officious. Be businesslike at all 
times, and show proper respect to yourself and 
your prospect. You will then be listened to as 


a matter of course. 
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Money-Making Time 

We recently asked one of the leaders, who 
is just an average sort of chap, how he man- 
aged to show most of the field men a clean pair 
of heels year after year. 

“Easy,” said he, “I steal a march on ’em, 
I get on the job an hour ahead of them every 
morning. 

“By getting on the job I don’t mean report- 
ing early at the office, but getting to work in 
the field. The average man lays around the 
office like a cat around the stove, but you don’t 
write any business there. 

“To get business you must expose yourself 
to it, and to do that you must get out in the 
field amongst the folks with whom you do 
business. 

“The amount of business you get depends 
on the amount of time you spend in the pursuit 
of it, and between the office and lunch hour 
and quitting early, the average salesman cuts 
his money making time down by at least an 
hour a day, that’s about three hundred hours 
a year. 

“Now I have sense enough to know that most 
of the others are just as smart salesmen as I 
am, some of them much smarter, but there’s 
none of them smart enough to spot me three 
hundred working hours a year. No, sir. 

“Of course I like my leisure, too, but I force 
myself to work during working hours. 

“IT had a good year last year, but if I 
were to subtract all the business I wrote in 
the early morning and the late afternoon it 
wouldn’t be anything above the average. 

“And besides, I couldn’t afford to lose that 
much commission, I need the money and I 
work to get it.”.—The Western and Southern 
lield News. 


Issuance of a new juvenile policy was 
announced by the Reliance Life Insurance Com- 
pany of Pittsburgh recently. This policy is 
written on the non-participating basis and, for 
the present, on the 20-payment life or 20-year 
endowment plans. 





RAPID PROGRESS 


The service which the Massa- 
chusetts Mutual has rendered to 
its policyholders and representa- 
tives is reflected in the Company’s 
rapidly increasing business. Mean- 
while there has been no deviation 
from the sterling principles for 
which this organization has been 
noted during the past seventy- 
seven years. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 
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Creative Value of Life Insurance 


to the Premium Payer 


By Dr. S. S. HUEBNER 


Wharton 


Every person with normal ambition desires, 


in the limited number of working years that are 
given to him, to accumulate an estate that is of 
decent proportions as viewed in the light of his 
scale of affairs. In the fulfillment of this de- 
sire, life insurance preeminently serves the pre- 
mium payer creatively in six main 
namely, by promoting his initiative, by 
tematizing and fostering his thrift, by increas- 
ing and maintaining his credit, by conserving 
and improving his savings through sound and 
profitable investment, by protecting the estate 
already created in other ways, and by prolong- 
ing the working life itself. 
and stimulating personal endeavor, by conserv- 
ing thrift, credit, and life itself, and by wisely 
directing investment, life insurance makes 
many blades of grass grow for the premium 
payer where little would otherwise be found. 

Life insurance is not to be regarded as pri- 
marily beneficial to others in a financial way 
upon the death of the premium payer. Your 
calling is known as “life insurance” and not 
“death insurance.” The life insurance policy, 
so-called, always two beneficiaries, the 
named beneficiary it is true, but also the pre- 
mium payer himself. And by benefiting the 
premium payer while he lives, it follows that 
his family is also benefited correspondingly. 
The time has surely come when we should 
emphasize the “life side” of the premium payer, 
as regards life insurance, quite as much as the 
“death side.” 


ways, 


syS- 


By systematizing 


has 


PROMOTION OF PERSONAL ENDEAVOR 

Life insurance creates certainty out of un- 
certainty in our economic affairs, as regards 
the greatest risk there is, the risk of prema- 
ture death. Through its protective influence the 
family and business enterprises are changed 
from a highly speculative, if not a gambling 
plane, to a condition of relative financial cer- 
tainty. Worry and fear retard human initia- 
tive and efficiency probably more than any other 


From an address before the Tri-State Congress of 
Life Underwriters, Philadelphia, March 16, 1928. 








GENERAL AGENCY WANTED 


Pittsburgh organization wants connec- 
tion with substantial Life Insurance Com- 
pany to cover Western Pennsylvania 
district exclusively. Companies policies 
and rates must compare favorably with 
leading companies. Best of reference as 
to ability and financial standing. All 
replies confidential. 


Address Box 75 
Care of THE SPECTATOR 
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factor. Personal contentment and vocational 
efficiency are impossible when the curse of 
worry and fear is constantly asserting its damp- 
ening influence. No person with a dependent 
family on his hands, if he is a wage or salary 
earner, a professional man, or the operator of 
a business upon which that family is directly 
dependent, has a right to pursue any other type 
of saving or investment, outside of his life's 
calling, until he has first provided for a decent 
potential estate to offset the premature loss 
of his capitalized worth as a current earner 
of income. 


CREATION AND MAINTENANCE OF CREDIT 


Aside from its force as a promoter of thrift, 


life insurance should. also be a _ tremendous 
agency for the creation and maintenance of 
credit. Reference is not had to the borrowing 


of the accumulated cash values of policies, a 
practice that should be avoided except under 
pressing circumstances. Instead, the loans are 
to be effected upon the life value—the char- 
acter and ability of the debtor—but only when 
secured by life insurance against loss through 
death. Property security is freely used as a 
pledge for loans but when secured 
through fire, marine and other forms of insur- 
ance. The same identical reasoning should also 
be applied to the human life value. Life insur- 
ance furnishes a tangible evidence of the life 
value in the form of a bond and makes the 
same available as security in much the same 
sense that corporation stocks and bonds are now 
pledged as security for collateral loans. Viewed 
from that standpoint, life insurance is designed 
not only to increase greatly the volume of credit, 
but also to afford the debtor a better rate of 
interest. 


only 


Savincs THROUGH SouND 
INVESTMENT 

Investment may be a science on paper, but in 

practice it is for the overwhelming mass of in- 


a psychological proposition. The 


CONSERVATION OF 


dividuals 









great majority are made wrong financially ag 
have their weaknesses in the field of inves 
ment. Life insurance is designed pre-eminenth 
to yield the average return—and that the be 
average—on the investment portion of the pof 
icy, and with absolute certainty to the principal 
It is designed not only to “protect” the poten 
tial estate through its term insurance feature 
but also to “protect” ‘the accumulated estaj 
(that saved under he life insurance portiog) 
through its investment feature. Legal reseryg 
life insurance is the embodiment of a good af 
round investment. Its solvency record is 
excelled. The return on the investment portio 
of the insurance account compares very favor. 
ably with that obtainable from other gilt-edgg 
non-speculative securities. It avoids for the 
policyholder all dangers of individual selectig 
in his investments, and gives the most perfed 
spread of risk known. Aside from the making 
of his premium deposits, the policyholder is 
lieved of all managerial care. The investment 
is non-fluctuating in value, and most convenient 
in its installment method of purchase. 






























CONSERVATION OF THE WORKING LIFE 
Loss prevention in the first instance is rez 
insurance. All insurance is devoting itself to 
the prevention of loss service, and life insur- 
ance is beginning to do in the field of life con 

















CAN YOU write Health and Accident 
Insurance? 
























Do you want Large immediate earn- 
ings plus liberal renewals on your 
business? 


If so—We want you with us right now 
as a District or General Agent: 


Best protection to policyholders, low 
premiums, wide coverage, unexcelled 
service to all. 


Write 


Superintendent of Agencies 


INCOME GUARANTY COMPANY 


South Bend, Indiana 
Drawer 422 














unlimited production. 
rights. 





Scranton - Pittsburgh, Pa. 
General. Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 
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